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A MESSAGE 


FROM Fourth Kobe 


TO KEOS DEALERS ABOUT THE 


REDS SPORTS DEPARTMENT 


Physical fitness is one of the urgent needs of the day. The 
Keds Sports Department Plans for 1942 were made to help 
you build traffic for your store through giving free sports 
information to the boys and girls of America, thus encour- 
aging an interest in athletics, good sportsmanship and 
better play. 

Your Keds salesman is on his way to see you with 
complete details of this program. Listen to his story. Your 
participation in the Keds Sports Department activity will 
render a worthwhile service to the youngsters in your 


community. 


ONITED STATES RUBBER COMPANY 
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“hasmera’ 
BY VALLEY SHOE CORPORATION, ST. LOUIS 


V-throat Stretchabie Pump. 12/8 Keg Heel, Nailhead 
trim on bow, platform and heel. No. 129 last. Hub- 
schman's all-over No. 994 Bive Calf. Available also 
in American Saddle (308), Tan and Black Calf. 
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LPHIA 
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=>) APPEALS TO THE YOUNG MISS 


As every shoe merchant knows, School Girls of ‘teen-age 
\ 5 y, are distinctively style-conscious, and keen observers of the 
other weli-groomed children. Popular with these vibrant 
young folk is the ideal Spring and Summer shoe we illus- 
trate with the raised seam. It gives the shoe a sturdy 
effect. It further reflects the shoe's quality value. And if 
Big Brother can have his Moc-toe, then his sister can, too! 


This shoe with its in-built ‘Kali-sten-iks’ features and fine 
quality is one of the ‘wrap-ups’ in many of the leading 
stores and departments across the country. And... as 
with the line as a whole, their fitting and wear value are a 
capital asset for gaining and holding customer apprecia- 
tion. If intérested in grading up, feel free to write us. 


















IN STOCK 


No. 591i—Coffee Elk Raised Seam 
Moccasin Oxford—White Elk Plug and 


Quarter 

8% to 12 AA w E geasece $2.95 
12% te 3S AAWE . $3.35 
3% to 10 AAAA to D 4.15 
M 591i—Same in Big Misses.. 
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This is the voice of 
millions of women. The 
shoes you know they 
will readily accept 

are those fashioned of 
LEVOR’S pristine white 
kid... “THE WHITEST 
WHITE” .. . always 
dependable for volume 
selling and for safe 
inventory building. 
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lexlife Golf Shoes 


Laced with 


STOCK NO. 768 


Campus Last. Brown Rugby Veal. Bootmaker 
Finish. Exclusive Removable Spikes—will not 
rust or corrode, Double Sole Forepart. Flex- 
ible Construction. 


Stocked A to E 


STONE-TARLOW 
BROCKTON, MASS. 






Aristocrat 


of 
LACES 


A Shoe Lace That Outwears by 
Months Ordinary LACES. 


STAYS TIED and NEVER LOOKS . 
SHABBY. 


The lace in a Golf Shoe receives more 
hard usage than any other type of foot- 
wear. Every energetic twist is a strain 
and the foe’ Sse lace will not “take it." 
Cordo-Hyde is built to resist strain, 
dampness and abuse. They complement 
most outstanding lines of Sport and Dress 
shoes. 

Available in popular colors — specify 
them on your next order to the manufac- 
turer—He will gladly supply them. 


O. A. MILLER TREEING MACHINE COMPANY BRANCH 
(UNITED SHOE MACHINERY CORPORATION) 


BROCKTON, MASSACHUSETTS 
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to the men on the Fitting Line... 


SALESMEN form the front line of every retail shoe 
business. Theirs is a difficult job . . . worthy of 
the utmost cooperation. Size 8'4-A feet and 7-A 
complexes must be compromised. Comfort require- 
ments must be met and style dreams fulfilled. It’s 
work. . . hard work. Foot DeicuT shoes are a 


boon to the shoe fitter as any one who has ever 


handled them will agree. Women quickly appre- 


ciate Foor De.icut’s refined yet spirited styling. 


*Double Cushion?? 


Foot Delight relieves the strain of both metatarsal and transverse 
arches with one cushion which gently fits the bottom of the arch area as 
no other shoe made. Protected by National Patent Corporation, Chicago. 





They recognize Foor De ticHt’s quality crafts- 
manship and above average fit. And when they 
experience the glorious ease of the unique Double 
Cushion,* the fitter finds himself writing up an 
easy sale. He is a better salesman because he knows 
he is selling shoes that are going to give satisfac- 
tion. He is worth more to his employer and more 
to himself because he has the right ammunition 


where it counts the most . . . on the fitting line. 





February 28, 1942 





What better expression of 
Matched Pairs than shoes identical 
in toe structure — worn by identi- 
cal twins? ‘ 


CELASTIC Box Toes fortify chil- 
dren’s shoes, make them ready for 
the turmble and stumble of play 
time by fusing lining, box toe and 
doubler’ into a single structural 
unit. 


This durable CELASTIC unit has 
the ability to reproduce the design 
of the last, accurately and smoothly 
—to maintain toe shape through- 
out the life of the shoe and to 
insure wrinkle free and sag proof 
toe linings. Young America’s foot- 
wear, when fashioned with 
CELASTIC, has the comfort quali- 
ties that are kind to growing feet 
— sought after by wise, considerate 
parents. 


TRADE MARK 


THE QUALITY 
BOX TOE 
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THE BROWN SHOE CO. 
St. Louis, Mo. 


yo™ ON "ae Ser" 


Established «e879 JOWUN R. EVANS & COMPANY, CAMDEN, NEW JERSEY 
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A RETAIL BUSINESS GAN BE BUILT- 
around one W. B. GOON tast 


with 170 sizes 2% TO 12—AAAAA 
TO EEE, ALWAYS IN STOCK TO SERVE 
HARD-TO-FIT FEET. 


Style H 37—Six eyelet 
blucher spectator oxford, 

cut out vamp, 397 out- 

flare last, 14/8 Duco heel, 

% counter. sé 
Material — White buck, 

tan calf trim. 


Style 1100—Five eyelet 
Gypsy. Last 468 Bla, 14/8 
Duco heel, % counter. 
Material—Black kid. 


Style H 47—Five eyelet 
gypsy oxford, 397 out- 
flare last, 14/8 lizard calf 
Duco heel, % counter. 
Material—Black gabar- 
dine, lizard calf trim. 


says A. WEINSTEIN 
RADCLIFFE’S - CHICAGO 


OST foot troubles are only fit troubles,” says this Chicago merchant 
and the truth of that statement is the fact that this store lives a life 
of sizes. Complete runs are carried. The great shoe of the house is 


FREE TREAD #1100—their best seller. 


It’s the saying in Chicago: “More 11s, 1144s and 12s are sold in this 
store than in all the stores in the Loop combined—for it seems that 
all the problem feet meet their solution at 53 Madison Street, Chicago. 
Other stores, when they are stumped, send their customers here.” 


Such a reputation is acquired only by concentration and here you see 
Ira Weinstein, son, and A. Weinstein, proprietor of the Radcliffe Boot 
Shop, ordering through instock. Believe it or not, they resize every day 
on this one shoe—in black, brown and white; in calf, kid and gabardine 
—and it shows a ten time turn over .. , only made possible through 
constant coordination between merchant and factory. They never have 
a sale on this shoe because the policy of the store is to live up to the 
standard of at least one size always on the shelf in every single size 
from 214 to 12, AAAAA to EEE; and usually there is a strong reserve 
in the heart of the fast selling sizes. 


You too can build a business around this shoe. 


In back of every shoe we carry, there is the SELECTIVE SHOE 
SERVICE of the W. B. COON COMPANY—an instock method that 


gives you a reserve stock to increase turnover and sales. 





The test of a store is the quality of its shoes 
and its service. The window says “welcome” 
and the interior says “Suffering feet find re- 
lief here through W. B. Coon Shoes.” 





FIRST EXCLUSIVE WILBUR COON 
SHOP, PROVES YOU CAN SELL FOR 


he vietas CASH EVEN IN THE STYLE CENTER 


gives the level- 
ing-up test to 


the customer's 
feet and illus- OF THE LOOP CHICAGO 
trates how re- 
+ | . 7 . . 


moval of prées- 
sure can make 
this business 
soe more fit 
or her jcb. 

@ “Welcome, Customer—How do you do! This smart shop 


belongs to you.” 


Here, in the heart of Chicago, surrounded by exclusive 
shops and mammoth department stores, a cash business is 
done. “Why continue to coddle the customer with credit?” 
says A. Weinstein. “How often does a customer come in, 
anyway? It may be months between sales. Here in this 
store we have no customer accounts receivables, no head- 
aches, bookkeeping, etc. We serve better for cash! We 
have proven that good-will is something attached to good 
shoes and good service and the public will express its 


appreciation in repeats and for cash. 


“From a stock of over 2000 pairs of W. B. COON shoes 


ons eich dewenatia we are able to fit every type of feminine foot—slim heels 
. or wide heels; thin ankles or stout ankles; narrow and 
go ea newer wide feet and enlarged joints or bunions—in fact, un- 
Rae gh RR hy ; sightly foot features are minimized or eliminated. The 
ayia dees scope of our service is the entire range of feminine foot 


shapes. 


“We are proud to be a service store in a great city and it 
has been due to the Shoes and instock service of W. B. 
COON COMPANY.” 





























For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 


To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 




















To Retailers: 





Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 


For complete information please consult 


LOUIS HALLER 


GORDON STRONG AND COMPANY 


209 S. State Street 


Harrison 8191 
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HERE’S WHY 


MOST AMERICAN OFFICERS SELECT 


FLORSHEIM SHOES 
Designed and Built 
Ecopressly for Mililary Wear 


* BECAUSE Florsheim makes, not 
just one Military shoe, but a com- 
plete line of styles for the Army, 
Navy, Marines, and Air Corps. 


*% BECAUSE these shoes comply with 
all Service specifications: straight 
inside line, extended heel, built- 
up arch, broad toe, oil-treated sole. 


TO RETAIL AT 


Most: Military Styles 


10 and ‘II 


Write for the address of your nearest Florsheim dealer or store 


THE FLORSHEIM SHOE COMPANY 


* BECAUSE the maintained Quality 
of Florsheim materials and work- 
manship assures better fit, greater 


comfort, and months of extra wear. 


Manufacturers CHICAGO 


Makers of Fine Shoes for Men and Women 
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All set for a bigger job... 


HE MAY have been buying shoes and 

fitting them to his customers some 
months back, but now he has a Bigger Job 
to do for Uncle Sam. And he will do it! 
For Uncle Sam is getting set to keep him 
equipped for a ‘sure-footed’ victory. Guns 
and tanks and ships, yes, lots of them! Also, foot- 
gear! Field service shoes stand the gaff longer 
with CORD-ON-END composition taps, and give a 
surer stance for accurate shooting. And, we are 
proud of our part in supplying taps and more taps. 





Meanwhile, we are striving to serve the shoe manu- 
facturers to the limit of our capacity, and con- 
sistent with Uncle ‘Sam's requirements. We be- 
speak and hope to merit their continued Good-will. 


GRO-CORD, RAW-CORD, NEO-CORD and 
CRAFT-CORD soles and heels are famous for 
their wear value, and their protection against slip- 
ping hazards. 


= 





And when these boys return to your stores and your 
firesides to take up where they left off, we shall be 
striving as always to serve OUR CUSTOMERS AND 
YOURS as we have for the past twenty-two years. 


Lima Cord Sole & Heel Co., Lima, Ohio 
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As you increase the Army, you in- 
crease the making of Army shoes— 
but the rate of increase is a military 


secret. We can say, in so many 
words, that there are more than a 
million men now under arms and in 
all probability a year from now 
there will be three times that num- 
ber and it discloses no information 
which will help the enemy. But if 
if we were to give precise informa- 
tion as to the number of shoes made, 
it might convey the reality of the 
number of men in the armed forces; 
because that’s the way enemy spies 
and observers know the truth about 
Army strength. They may look to 
the supply sources for that definite 
m NOT TALKIN’ 


ef 


information that is derived from 
things being built for soldiers and 
sailors. So, for that reason, any dis- 
closure of information that could 
even indirectly be communicated to 
the enemy weakens to a greater or 
lesser degree the security of our 
armed forces, our war plans and 
even our liberty. 

We refrain from publishing in- 
formation of that character except 
when such information is made 
available officially by appropriate 
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authority. Here’s the way you will 
receive your information in the 
future: 


“Awards for several million pairs of 
Army shoes were placed through the Bos- 
ton Quartermaster Depot during the first 
14 days of February, the War Depart- 
ment has announced. Awards for service 
shoes with leather soles were placed with 
16 firms in 10 states on the basis of $3.57 
to $3.67 per pair. For service shoes with 
rubber taps, awards were placed with 42 





firms in 15 states at $3.435 to $3.53 per 
pair. Awards for equal quantities of 
black Army nurses’ shoes and white Army 
nurses’ shoes, welt, were distributed 
among 12 firms in six states. Prices re- 
ported for the white shoes were $2.45 to 
$2.96 per pair. For the black shoes the 
price ranged from $2.84 to $3. Addi- 
tional procurements of lasts, hinged- 
Munson are reported at a unit price of 
$1.70.” 


Here are some of the things we 
have to guard against: 


“Specific information about war 
contracts, such as the exact type of 
production, production § schedul 
dates of delivery, or progress of pro- 
duction; estimated supplies of strate- 
gic and critical materials available; 
or nation-wide ‘round ups’ of locally 
published procurement data except 
when such composite information is 
officially approved for publication. 

Ss fic information about the 
of, or other 


location information 


olce 


the 
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about, sites and factories already in 
existence, which would aid saboteurs 
in gaining access to them; informa- 
tion other than that readily gained 
through observation by the general 
public, disclosing the location of 
sites and factories yet to be estab- 
lished, or the nature of their pro- 
duction. 

“Any information about new or 
secret military designs or new fac- 
tery designs for war production.” 

> 7 oa 


A LEATHER man, who prefers to 
remain anonymous, says: 

“There is entirely too much smug- 
ness in the shoe business, particu- 
larly with community stores that 
have a comfortable business as a 
result of franchise agencies. 


It is 





in these shops, I believe, that enor- 
mous misrepresentation and trickery 
are practiced. It is here that extra 
insoles are inserted in the back 
room when a customer’s foot is too 
large for a shoe in the style wanted, 
and the proper size not in stock; 
short fitting eased for the moment 
through the insertion of a heel 
cushion, ete. 

“There are several leather men 
of my acquaintance who know shoes 
as well as a shoeman and from 
time to time our experiences have 


1942 


been exchanged regarding shoe pur- 
chases for members of the family, 
and we match in this respect: Most 
of the times when we accompany 
our wives or children into a neigh- 
borhood shoe store, we get into an 
argument with the clerk or the pro- 
prietor as a result of misinformation 
handed out by the man at the fitting 
stool. It is not that we want to show 
off our knowledge, but that we re- 
sent having so many half-truths and 
wrong statements dished out glibly 
as indisputable facts. As a result 
of numerous sessions in the shoe 
stores in the past, I have avoided, 
as much as possible, accompanying 
my wife and boy when either one of 
them bought shoes. 

“Within three weeks after my 
wife had bought a new pair of shoes 
for my boy at a particular, store he 
complained of callouses forming on 
his soles. It seemed to me that the 
shoe was short, but my wife said 


that the shoe had been looked at 








carefully and ample room was ap- 
parent. Taking due account of a 
growing boy’s extension in size, still 
did not compensate for the condi- 
tion resulting in callouses, I then 
examined the shoe and found that 
under the leather heel piece serving 
as a lining a cotton cushion had 
been inserted, ostensibly to raise 
the heel and give the forepart of the 
foot more room in the shoe. As the 
boy walked more and more this 
cotton pad became flattened and the 
foot extended, as it should, into the 
shoe and his toes cramped up. An 
obvious case of short fitting and 
trickery to make it appear that the 
shoe was the right size for the boy. 

“If shoe stores carried more sizes 
—and less alibis—it would be a 


public-service store indeed.” 
+ * * 


IN the Jan. 24 issue of the Boor 
AND SHOE RECORDER, We ran a 
photograph of Sergeant Clyde Alvin 
York, nephew of the Sergeant York 
of World War No. 1 fame. We quote 
from a letter we received from Ser- 
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LET'S HOOF IT! 





—lIt is said that obsolete type street 
cars, that have been relegated to 
the rear of car barns for some 
years, are being put into circula- 
tion again. 

—Also that taxicabs, which are be- 
ing seriously afflicted with that 
"tired" feeling, may soon be dis- 
appearing from city streets. 

—tIt's doubtful whether "horse and 
buggy" days will return to us 
again; but it's conceivable that 
the bicycle will hit a new high in 
sales this coming year. 

—All of which means that more 
people will do more walking and 
wear out more shoe leather in 
1942 than has been the case for 
many years. 

—With hundreds of thousands of 
cars being jacked up in the ga- 
rage, or operating on a rationed 
basis, it's a safe bet that "shank's 
mare” will be the most practical, 
if not the most popular, method 
of transportation for some time 
to come. 

—Thus, leather will face its greatest 
challenge. 


SU 1 ben 


President 





geant York (the second) last week: 
“Dear Sir: I received your pic- 
tures of me and I think they are 
nice. I have mailed all the papers 
you sent to me to’my friends and 
would pay you for some more copies 
if you have any on hand. Thank 
you a thousand times. . . . Your en- 
listed soldier of America—Sergeant 
Clyde Alvin York, Savannah Air 
Base, Tent City, Savannah, Ga.” 


* * * 


CARL BURGSTAHLER, president 
of F. E. Foster & Co., Chicago, IIl., 
says: 

“The Boot anp SHoE RecorDER 
is certainly to be complimented on 
the recent issue devoted to civilian 
defense shoes—a most timely sub- 





ject. Presentation of so much valu- 
able information on shoes which fit 
into the current scheme of our na- 
tional life is helpful to the merchant 
and a service to the industry. Shoes 
of the type featured in this issue are 
increasing in demand and their ac- 
ceptance by the woman customer 
bodes well for the industry. Not 
only are these smart tailored shoes 
being adopted by women who are 
actively engaged in some war work, 
but they are also being worn by 
women who are not actively engaged 
—in fact, by many customers who 


never wore this type of shoe before.” 
* af a 


JOSEPH V. GUILFOYLE, manag- 
ing director of the Southern Cali- 
fornia Retail Hardware Association 
of Los Angeles, says: 

“Survival of the fittest—is always 
a matter of the future. EVERY 
retail merchant should be in busi- 
ness for the long pull, planning to 
stay in business regardless of what 
happens in 1942-43-44-45 or any 








Thursday next year! You probably 
have more customers now than you 
have merchandise, but this means, 
of course, that you must realize you 
cannot sever relations today. Some 
day you may have more merchan- 
dise than customers. The friendship 
and relationship and consumer fol- 
lowing of your store, which you 
have built up through years of sales 
effort, will have to depend for sur- 
vival upon your fitness and willing- 
ness to give until it hurts and to 
suffer with a smile because the big 
job right now is for 100 per cent 
victory and the extermination of 
dictators. 

“A customer today is not neces- 
sarily a customer a year or two from 
now, unless you make a definite 
effort to keep him as one. Even 
though it is impossible to furnish all 
civilian requirements now, you must 


‘maintain customer relations by go- 


ing out of your way to the greatest 
limit. Don’t let your trade swing 
to some other store or source of 
supply, as the cost to regain your 
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own customers will be tremendous 
and surely the time will come when 
you will want them and again seek 
their patronage. The progressive 
and successful merchant of today 
and the future, will be the man large 
cr small who analyzes the problem 
ahead and lays out a plan of pro- 
motion that will keep the merchant’s 
name and business forever before 


his old customer friends.” 
* * 


A MERCHANT writes: “Future 
conventions will be more factual, 
more informative, more business- 
like. There is no question about 
that. It’s the order of the day to 
know how to do business; why to 
do business and if there is any 
money in the business. And it’s 
about time we took advantage of 
the experts who attend these con- 
ventions, to look over our business 
figures and to show us where we are 
right and wrong as business men. 





“For some fifteen or twenty years 
I have been attending conventions of 
various kinds. Men whom we think 
should and would be interested, fail 
to attend the meetings in which the 
meat is dished out. All too often 
most of these men come to these 
conventions for a good time. The 
first day you find the convention hall 
pretty well filled. I recall a conven- 
tion of credit managers, as an ex- 
ample. They used a theater and the 
first day practically all of the seats 
were taken. The second afternoon, 
at one of the very important meet- 
ings, I counted exactly fifty-six peo- 
ple attending a National Credit Con- 
vention, with a registration, if I 
recall correctly, reaching in excess 
of a thousand. Are the people who 
attend these conventions entirely to 
blame? Yes and no. 
' “Yes, since in accepting the ap- 
pointment as a delegate it is my 
humble opinion that they obligate 
themselves to their organization; 
and I don’t think any organization 
should send someone on a free vaca- 
tion trip. If he wants to remain 
several days longer to look over the 
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city and the sights in that particular 
section of the country, that’s all 
right. But his convention time is 
not his time, but belongs to his or- 
ganization and the company he rep- 
resents. 

“Then, again, they are not en- 
tirely to blame because the powers 
that be who have created these or- 
ganizations and who are keeping 
them up are selling the attendance on 
the idea of a ‘good time.’ The good 
time is usually stressed far more 
than the opportunities or knowledge 
and the chances of lasting benefit. 





The host city is usually selected be- 
cause of what type of entertainment 
it is going to offer. Sally Rand’s 
presence at a recent shoe convention 
would have doubled the retailers’ 
attendance; whereas, the greatest 
retail expert in the world might 
have brought 10 per cent more. We 
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are not serious enough at these af- 
fairs. Some few are, yes. But look 
al their business—they’ve got it and 
they are successful. Of course, there 
you have the answer.” 


GEORGE POTASHNICK of Titche- 
Goettinger Co. (Dallas, Texas) says: 

“Business has been good so far 
this year. People have more money 
to spend and fewer places to spend 
it. Priorities on hard goods are 
going to reflect better business in the 
softer lines. Women’s shoes will be 
affected favorably by this condition. 
There is some scare buying. Men 
will probably have more trouble in 
getting shoes than women, due to 
the fact that men’s factories are 
working on Army orders. 

“We are selling some walking 
shoes, perhaps more than usual. 
Colored shoes, reds, beige, some 
blue navy and some green are sell- 
ing. Nailheads are good. So far we 
have not found anything that stands 
out in a big way. Patents are prob- 
ably selling better than anything 
else. Business is good on conserva- 
tive shoes.” 





“| used to hope he would grow up to be president; now | just hope he grows up.” 
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DesPITE the great amount of footwork 
required by soldiers, which has a strong 
tendency to expand their feet, the sizes of 
shoes required to fit soldiers’ feet proper- 
ly are not much different from those 
needed for civilians. 

In determining how any Army shoe 
procurement order should be divided 
among the many sizes which must be pro- 
vided, the Quartermaster Corps keeps 
records of all shoes. issued. Standard 
sizes procured in most shoe. orders total 
90—from size 5 through size 12 and with 
widths from A to EE. From the records 
of shoes issued is determined the pro- 
portion of each size which should be pro- 
cured to meet Army needs. 





According to present records, more 
than half of the soldiers wear one of the 
four sizes from 8 through 84% while some 
80 per cent of Army shoes are C, D or E 
widths. 

The percentages of each size of shoe 
now being provided in Army purchases 
are: Size 5, 0.4 per cent; size 54%, 0.8 
per cent; size 6, 2.2 per cent; size 64, 
3.8 per cent; size 7, 6.9 per cent; size 
74, 9.7 per cent; size 8, 12.9 per cent; 
size 84, 13.6 per cent; size 9, 14.3 per 
cent; size 944, 11.9 per cent; ‘size 10, 
9.4 per cent; size 10%, 6.3 per cent; 
size 11, 4.3 per cent; size 114%, 2.2 per 
cent, and size 12, 1.3 per cent. 

Widths being provided in present 


Army shoe purchases are: A 1.5 per cent; 
B 6.9 per cent; C 22.1 per cent; D 35.2 
per cent; E 22.9 per cent; and EE 11.4 
per cent. 

* * * 
SHEARLINGS which do not meet mili- 
tary specifications may be consumed by 
the boot and shoe industry for civilian 
uses. WPB, which froze all shearling 
supplies on Dec. 12, 1941, recently took 
this action. However, the WPB order 
prohibited the pulling of wool from any 
freshly flayed or salted sheep skin when 
the wool is two inches or less in length, 
and has a Bradford wool count of 48 
and up. 

* * + 
QPa’s rules of procedure are rather 
rough on Tories, confirmed cussers, and 
others guilty of “contemptuous conduct.” 
The penalty of exclusion from a hearing, 
or having testimony stricken from the 
record may be invoked. 


* * * 

SouTH and Central American repub- 
lics footwear production was only 62,- 
500,000 pairs in 1941. Insufficient mech- 
anized shoe-building machinery, local 
customs, special shoe requirements for 
certain topography, climate, and work, 
are prime reasons, says the Department 
of Commerce. 

Yet, other factors causing compara- 
tively low production are to be found in 
the differences in foot sizes between 
shoes produced in the United States and 
those produced in Central and South 
America, and the influence of New York, 
Hollywood and Parisian fashions. 

Footwear production in South America 
and Central America is gradually ex- 
panding. however, and now supplies a 
larger proportion of their domestic re- 
quirements than in recent years. In the 


last decade many plants have been built- 


and large quantities of shoe building 
machinery have been imported from the 
United States. Germany, Great Britain 
and France. Some of the nations of 
South America, notably Argentina, are 
desirous of developing larger export mar- 
kets, both in neighboring South Amer- 
ican republics and in the United States. 
Zapatillas and huaraches are not in- 
cluded in the production figure of 62,- 
500,000 as this type of footwear is hand- 
made by farmers, or by small individual 
firms, generally in agricultural regions, 
and few statistics can be obtained. 
* * * 
ACCORDING to the Department of Com- 
merce, only Brazil whose annual pro- 
duction of about 21,000,000 pairs of shoes 
is still low for its 44,115,825 population; 
Argentina, with approximately equal 
production; and Chile with a production 
of about 4,000,000 pairs, export any por- 
tion of their factory-made boot and shoe 
[TURN TO PAGE 40, PLEASE] 
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Whites aud Castel Shees 
For the °42 Summer Season 


W HITE shoes, light, cool shoes, will be especially wel- wide range of tailored styles trimmed in a contrast 
come this Summer of 1942, after months of wearing leather surface. In Summer shoes, of course, a color 
dark, sturdy tailored shoes for the greater part of the contrast is usually implied as well. For the coming Sum- 
day in war work and defense tasks. mer, two versions are marked for first place—white 

Following up their success of recent seasons, the so- suede with smooth tan calf trimming and natural or 
called spectators will be more popular than ever, al- wheat “linen” with tan trim. In the accompanying 
though the word this year has a wider use. “Spec- photograph you will note how exactly right these spec- 
lator,” as we have come to use the term, applies to a [TURN TO PAGE 44, PLEASE] 


Right: Three little maids and 
one admiring man. The two 
suits . . . one the current 
slacks favorite . . . and the. 
spectator sports frock are 
correctly finished off respec- 
tively with a spectator pump, 
an all-white wedge heel play 
shoe and a second spectator. 
The fabric in all three cos- 
tumes is the new, softer, 
genuine Palm Beach cloth 
which is cool, washable and 
wrinkle-resistant. The fine 
tailoring is by Sacony. 


Reading from left to right: At- 
tractive multi fabric es- 
padrille, very “native” looking. 
A Hi-Larks by Pli-Mode. Blue 
and white fabric sandle, very 
cool and summer-y. From Cob- 
blers. The Bow Tie, new polka 
dot sandal in terralin fabric. 
From Joyce. 








in the New Lines Comes a Fine Assortment of 


Styles for Women in All White, White with 
Color and Multicolors for Every Occasion 
from the Dress-Up to the Most Informal. 


by ELEANOR RUTLEDGE 
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SUMMERTIME 





Is SELLING TIME for 
CHILDREN’S SHOES 





ALTHOUGH, to some extent limited by shortages of 
certain strategic materials, the shoe style picture for 
children and girls for Spring and Summer, 1942, is 
nevertheless extremely interesting. Manufacturers have 
learned to do without many of the ornaments and 
decorations which were considered necessary up to a 
season or so ago; the shoes have not suffered by this 
simplification. Plenty of interest is provided on the 
shoes, but in a way which will not detract from the war 
effort; manufacturers are using perforations, stitching, 
etc., to supply the decorative treatment formerly achieved 
by use of brass eyelets, nailheads and similar metal orna- 
ments. Rubber soles no longer appear in such profusion 
on the Spring and Summer shoes; up to last season, a 
line of Spring shoes for girls was not complete without 
numerous models with soles of crépe, hard rubber or 
composition rubber ; today these same lines feature simi- 
lar smart shoes with hard-wearing soles of leather. 
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The colored shoe is achieving. noe Pe eons | jor 
Summer. Above, clockwise, starting lower left: 
ar gs pentane Be ~ gad yuo Cone nid Hae 


Gay from Swan. Red in an o sandal casual with 
elasticized Grace taps Priel Teele. Polished 


tan calf in an attractive gore pump—Stride Rite from 
Green. Antiqued tan calf in a ghillie with vamp per- 
forations—Teen Type from Dr. Posner. Two tones of 
tan in a ventilated ghillie—Poll Parrot from Roberts, 
Johnson & Rand. 


There’s plenty of style to be had in the Summer shoes 
for girls. We can divide these into two classifications— 
whites and colored styles. Whites are still obtainable, 
and most of them, are in combination with tan. In this 
group are shown spectator types (pumps) on low heels, 
moccasin oxfords and moccasin (Norwegian) types, tip 
and fox oxfords, the saddle, the buckled monk and some 
barefoot sandal types. Many are of white elk-finished 

[TURN TO PACE 45, PLEASE | 
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COME WARS, COME PRIORITIES, COME JAPS, CHILDREN MUST BE 


SHOD, AND MANUFACTURERS MUST DEVISE SHOES WHICH HAVE 
STYLE, BUT WHICH CONSERVE CRITICAL MATERIALS HERE'S 


HOW THEY'VE DONE IT FOR THE COMING SUMMER SEASON. 


by ANNE R. DAVID 


The white shoe is always important in the Summer 
picture. Above, clockwise, starting lower left: White 
and tan in an attractive moccasin-front bal—Tomboy 
from Herbst. Elasticized spectator pump with plenty 
of perforations and open toe—Buster Brown. The 
Norwegian idea with a side buckle in tan and white— 
Peters. An extended tan saddle on white elk-finished 
leather— Kali-sten-iks from Gilbert. An unusual and 
attractive version of the barefoot sandal in tan and 
white—Roberts, Johnson & Rand. 





Whites always have a place in baby shoes. 
Bottom to top: Moccasin stitching and per- 
forations on a blucher oxford— Mrs. Day. 
Moccasin vamp on a trainer shoe for young- 
sters learning to walk—Baby Deer from Trim- 
foot. An open toe and cutouts distinguish 
this sandal for young children—Happy Kids 
from Elam. 
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PROMOTION possibilities on the new military styles in 
men’s shoes has a threefold importance this year. On 
the one hand are the officers of both the army and navy 
who must buy their shoes like the rest of their uni- 
forms; next are the enlisted men who were due to have 
Uncle Sam provide them with their off-duty and fur- 
lough shoes—the garrison oxford, and last, but not 
least, is the increasing demand for these shoes by 
civilian wearers. 

In the first field, officers, because of their better pay, 
look for more quality in their footwear. Then, too, 
because these shoes must serve a double purpose—for 
dress and for service—plus sales are more often the case. 

For the most part, officers favor the plain toe blucher, 
both for service and dress wear. The popular monk 
strap oxford, which has become semi-official for the Air 
Corps, has spread to othér. branches of the service as 
well, principally among the new and younger officers, but 
is yet a long way from being as popular with the com- 

[TURN TO PAGE 40, PLEASE] 
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Above: Three shoes for navy officers. Left to right: 

Plain toe black calf blucher, from Freeman; white 

buck plain toe bal with white rubber composition sole 

for Navy “dress whites”, from Florsheim; plain toe 
black calf bal, from Nunn-Bush. 
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Military Styles in Men's Footwear Afford a Three-Fold Pro- 


motion Possibility for the Coming Season. Here's the Line-Up 


of New Shoes That Will Look Well in Uniform or in Mufti. 


Left, top of page. Six versions 
of the plain toe oxfords. Lower 
left, clockwise: A flexible bal, 
from J. P. Smith; the rest, 
bluchers, are, in order, from 
Bates Shoe Co., Freeman Shoe 
Corp., Heywood Boot and Shoe 
Co. M. A. Packard Shoe Co., 
and Florsheim Shoe Co. 


Right, lower left, clockwise: Offi- 
cer’s service blucher for wear 
with puttees, Stacy-Adams; two- 
eyelet, jodhpur pattern three- 
quarter shoe, formerly a sports 
pattern but becoming popular 
with officers, from Stacy-Adams; 
a three-eyelet jodhpur pattern, u 
Roblee shoe from Brown Shoe 
Co.; three-quarter jodhpur pat- 
tern with walled forepart, Wall:- 
Over; a two-eyelet jodhpur ox- 
ford, Edgerton from Nunn-Bush. 





Left: Five versions of the 
monk strap oxford. Left, 
clockwise: A Roblee shoe 
from Brown Shoe Co.; Jar- 
man Div. of General Shoe 
Corp.; Bates Shoe Co.; Nunn- 
Bush Shoe Co. and Arch 
Preserver from E. T. Wright. 





































America’s Biggest Shoe Buyer 


Selects a Varied Wardrobe ... 


Eighteen Types of Footwear, Covering a Wide Va- 
riety of Needs and Purposes, Approved for Uncle 
Sam's Army. Garrison Shoe and Oxford and High 
Laced Cavalry Boot Now Obsolete Due to Wartime 


Necessity Which Puts Emphasis on Heavy Service 


” 


“AN army is no better than the shoes it is shod with. 
So goes an old service saying, and if it is true, then 
Uncle Sam’s rapidly expanding fighting force is in an 
enviable position, says the War Department. 

There are no less than 18 varieties of footgear in the 
Army, according to the Quartermaster Corps, which 
designs and buys them for our soldiers. These include 
the service shoe, with three different kinds of soles: 
the garrison shoe, now obsolete, but still used until 
present quantities are absorbed; the new low quarter 
tan shoe, also being used until present stocks are de- 
pleted; January; three kinds of leather boots; two 
kinds of rubber boots; one type of overshoe; and 7 
articles of footwear for soldiers stationed in ususually 
cold climates. 

The service shoe, probably the finest all-purpose 
military shoe in the world, was developed just prior to 
World War I by the celebrated Dr. Munson, who 
served as a U. S. Medical officer. For over 22 years, 
without substantial changes, it has served our Army 
well as the standard high shoe for enlisted men. 

Dr. Munson performed a thorough job of studying 
the Army’s foot problems, paying special attention to 
comfort, the anatomy of the foot and leather wearing 
qualities, and finally achieved a shoe that does the sol- 
dier’s work better than any footgear on record. 


THE Munson service shoe gives the foot ample room, 
especially with the heavy sucks that are worn on heavy 
duty marching. And speaking of socks, here’s a situa- 
tion that few people know about: Russian soldiers don’t 
wear socks, no matter how rough the terrain. Instead 
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Left to right: Black calf, straight tip oxford form- 


erly issued to flying cadets and 

the tan calf garrison oxford next to i 

famous Munson service now bei 

three different soles; leather, the black 

rubber composition half sole and the full rubber 
composition sole. 


: 


now replaced by 


they wear a special wrapping around the foot. The 
doughboys of the Red Army sincerely think we are way 
behind the times in our insistence upon socks as a- 
necessary part of a soldier’s footgear. 

No army in the world has as many different shoe sizes 
as ours. We stock 142 different sizes and if there’s a 
fighting man for whom there isn’t the proper size, his 
shoes are made to measure. The German Army doesn’t 
stock half as many sizes as we do and another difference 
is that the Germans don’t maintain half sizes whereas 
we stock both half and full sizes, ranging from size 4% 
to 15. In addition, we have six different widths. As for 
the Russians, they stock only about 15 sizes altogether. 


INCLUDING the leather, there are three different kinds 
of soles for today’s service shoes. A black-carbon, rub- 
ber composition, half sole is being fitted on thousands 
of them. Tests prove that it is long wearing. Since the 
Spring of 1941 the Quartermaster Corps has purchased 
about 2% million full soles for service shoes made out 
of corded composition rubber. This sole is also long 
wearing and gives the soldier a very secure footing. 
The garrison shoe, although now classed as obsolete 
by the Quartermaster Corps, will continue to be used 
until present quantities are exhausted. At a rough esti- 
mate, there are still 160,000 pairs on hand in the various 
Quartermaster Depots. To all intents and purposes the 
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Left to right: The new legging top cavalry boot which replaces the high laced boot; 

the new ski boot; the new boot for parachute troops, now in the experimental stage; 

16-inch plain toe waterproof boot used by troops in cold-climate bases; 14-inch water- 

proof halj-moccasin being replaced by the 14-inch waterproof plain toe blucher boot 
next to it. (Photo by U. S. Army Signal Corps.) 


garrison is simply a service shoe, but much lighter 
weight and suitable mainly for light duties around a 
post, camp or cantonment. In recent months this shoe 
has been used on a rather large scale for airplane 
mechanics and for military police and hospital troops. 
It simply cannot stand up under rigorous outdoor con- 
ditions or wear on the march, and for this reason no 
more garrisons will be bought. 

The new low quarter tan shoe for enlisted men, whose 
issue just recently began, is a plain toe, Blucher type of 
oxford, with a sturdy, single sole, a half-rubber heel and 
with leather -quarter linings. It is similar in type and 
appearance to the shoe now ordinarily worn by officers 
for garrison duty. Allowance is made for the lighter 
weight hosiery which will be worn with the oxford, so 
that an enlisted man wearing a certain size in the 
service shoe will wear the same size in the oxford. How- 
ever, it has been recently announced that the Army will 
place no further orders for this type of shoe during the 
war. 


THE Army’s three types of leather boots are: the 
leather laced, now obsolete, but being used until present 
stocks, about 50,000 pairs, are exhausted; the new 
cavalry boot, officially designed as the leather, legging 
top, of which about 180,000 pairs are in Quartermaster 
depots now; and the new boot for parachute jumpers, 
still being experimented with and developed, and now 
purchased on a test basis. 


February 28, 1942 


The first type of leather boot is high laced and worn 
by mounted troops. It is obsolete today because the new 
cavalry boot is better and henceforth will supersede it 
as a regular Army issue. The latter is full length, re- 
quires lacing only over the instep, being further fastened 
with three straps, and presents a trim appearance. 

The new parachute jumper’s boot is 10 inches high 
and is made on the Munson last. To provide ample ankle 
support to the parachutist, it is laced tight. It has a 
sloping rubber heel that is virtually catch-proof, and is 
provided with a black-carbon, composition rubber, half 
sole. 

Rubber boots in the Army are much like those in 
civilian lifes There are two standard lengths, knee and 
hip. These boots are issued for special purposes, and not 
to all enlisted men. 

One pair of overshoes per man is the regular issue 
where needed. The service overshoe has four buckles, is 
all-rubber and comes up about 10 inches. It has proved 
its efficiency in service tests in snow, slush and mud. 

The seven cold-climate types of footwear are: the 14- 
inch Blucher, the 16-inch waterproof, the ski boot, the 
shoe pac, the overshoe arctic special (now being ex- 
hausted and soon to be replaced by the overshoe arctic) , 
the 14-inch half moccasin, which will be issued until 
exhausted and then replaced by the 14-inch Blucher, 
and the muckluck winter boot. 

As its name implies, the 14-inch Blucher resembles 

[TURN TO PAGE 48, PLEASE] 
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The Editor’s 





Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Are We In Earnest? 


DRASTIC changes in our life and in our business are 
ahead. They won’t be as hard to bear if we are one 
unified people, willing to work together, to sacrifice 
together, share our responsibilities so that eventually we 
can share our joy together—when victory is assured. 
“Eternal vigilance is forever the price of freedom.” 
That quotation doesn’t go far enough. Eternal work is 
also the price of victory! The soldier may grouse at his 
small pay but he doesn’t strike nor do other than his 
duty. With him, an order is an action. What do you 
think American boys with MacArthur feel about labor 
union squabbles, holding up planes, tanks and munitions. 
It must have been quite a shock to government em- 
ployees to be told by Donald Nelson that Washington’s 
Birthday was to be celebrated, this year, at the desk and 
at the work because holidays are a sort of loafing spell 


to many people. He also said: “Every plant in America,” 


in war work, should be on the job that day.” By these 
tokens we are seeing the “heat” put on because every 
tick of the clock has a bullet behind it—and we would 


much prefer to see it--eur bullet going the enemy way. - 


It has been an American custom to soften as the 
Spring and Summer swing into their cycle of sunshine. 
I suppose government employees will get their month’s 
vacation and we'll all have Saturdays off and we'll find 
daylight saving a sweet solace for getting up in the 
morning. If we think we are going to win a war with 
“Summer as usual,” we’re going to have a punch in the 
face of reality and our enemies will be the ones doing it. 

Too many of us are feeling that we have contributed 
much by buying a Red Cross button for a dollar. When 
it comes to buying Defense Bonds, we are not doing any- 
thing more than saving our own money, because it is 
going to be paid back to us—with interest. 

So far as most of the air warden work that we have 
seen goes, it has been a social habiliment. Mark you— 
we are not pessimistic on the fight of the future. What 
we are concerned with is this smug complacence that 
seems to have settled like a fog over a land that should 
be a battlefield once removed. Young men are going 
to die horribly because we won’t work hard enough and 
long enough. Every ounce of energy has got to be put 
into useful work of. one sort or another—keeping human 
beings fit for their work and keeping soldiers fit for fight- 
ing—with materials, equipment, food and footwear. 

It isn’t really terribly important whether we have fun, 
frolic and fancy footwear. But it is the difference be- 
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tween survival and total destruction whether we wake 
up as a nation to the need for work. 

Thirteen million people, with the tremendous ma- 
chinery that they can move, can make enough airplanes 
to darken the Rising Sun; enough tanks to plough every 
inch of the ground of our enemies. And do it we must— 
with no time wasted. 

And now—just one more word on that subject of 
responsibility. If man is given a job to do, no matter 
what it is, fitting shoes or sweeping floors or running 
errands, he should see that he does it pronto. Every 
man willing to work and PLUS work should be given 
the opportunity to do that work with the utmost of vigor 
that there is within him. 

Shoes can be made better, can be served better and 
sold better—to the betterment of people who walk—and 
the nation will be better off for a little walking, at that. 

The acute shortages are still to come in shoes. The 
public will feel shortages of sugar and food stuffs and 
eventually we will have regulations as to wool content 
of clothing and fabrics of all kinds. There will be short- 
ages of heavy weight leathers, commandeered for Army 
use. We made 500,000,000 pairs of shoes last year— 
we might have to reconcile ourselves to making 400,- 
000,000 pairs this year because of the shortages of sup- 
plies in back of the system of machine production. 

The public will need shoes and it is up to you to 
explain the performance value of the shoes that you are 
able to get. Certain of your customers, who have special 
lasts or special sizes and need certain specific weights 
of sole or types of uppers should be protected by you 
to the extent of holding their shoes in reserve for their 
particular and extraordinary need. 

You play a part in this war if you keep human 
beings fit; if you keep men at their work; if you increase 
the foot mobility of people who have to walk again. 
You are in this thing—as is every man, woman and 
child in America and your stake is a little bit larger 
than the ordinary retailer’s because you contribute to 
civilian fitness, as does your industry hold a very vital 
place in that great war essential—footwear for Army, 
Navy and Air. 

The greatest all-out drive on the part of America is 
now! As Carlyle put it: “Our grand business un- 
doubtedly is, not to see what lies dimly at a distance but 
to do what lies clearly at hand.” 


Boot and Shoe Recorder 

















THIS 1S IT! 


* * * * 


The Authentic JODHPUR for the Services 





RMY, Navy, Marine and Air Corps—their uni- 
forms differ—but one tradition is common to al! 
—their choice of the WALK-OVER JODHPUR. 
For years, this smart dress oxford has been recog- 
nized as Authentic for the Services, and worn proudly 


mee WALK-OVER 


Today, by the thousands, newly commissioned = oe * * 


officers, who naturally want to dress like their 
seniors, are also calling for this famous shoe by name. 
Nationally advertised to millions in Collier’s and 


Life. 


In Stock, black and brown. Write for catalog of 
175 styles, all carried in stock for immediate delivery. 
Address Geo. E. Keith Company, Brockton, Mass. 
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RUBBER 
FIRMS 
CARRY ON 


Right, left to right: Attractive 
allwhite women’s espadrille 
with rope sole; blue and white 
herringbone effect in man’s rope 
sole oxford. Navy blue man’s 
rope sole shoe with smart rope 
lacing; woman's tan and white 
spectator oxford on leather sole. 
The women’s shoes are Ked- 
ettes; the men’s are both Keds- 
man. All four are “war time” 
styles from U. S. Rubber Co. 





Above, left to right: The Saronga, smart print in flared 
tongue rope sole; slipon; gay multi-color strap sandal 
on leather sole. Two Sunaires from Beacon Falls. Sand 
color, open weave fabric in men’s double side lace tie 
on rope sole. From the Grips line by Beacon Falls. 
Red sling pump leather sole, and striking black 
and white combinations in knit effect fabric. Both 
Sportimers from Kleinert. 


THE Summer shoe style story from the rubber com- 
panies sums itself up in two words . . . cooperation and 
determination. They are cooperating with the Govern- 
ment and with their customers. They. are determined 
to carry on with their footwear divisions, in whatever 
way it is possible. Rubber soles cannot be depended on 
any longer to fill the orders. Rope soles, leather soles 
and compounded soles are the current substitutes. No 
one can say what the next step may have to be. What- 
ever it may be, however, we can be confident that these 
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LEATHER AND ROPE REPLACE RUBBER SOLES IN 


ATTRACTIVE SUMMER STYLES FROM LEADING 


RUBBER MANUFACTURERS. WITH COURAGE 


AND INGENUITY THEY CONTINUE TO DELIVER 


THE GOODS. 


manufacturers will continue to make some kind of 
attractive light Summer footwear. From the shoes 
shown here, you will see that the same styles shown 
earlier in the season with rubber soles are now avail- 
able with leather or rope soles. The identical styles, 
fabrics and colors are being used. 

When you show these shoes with their new soles you 
have not only attractive styles to sell, but you have a 
patriotic idea to convey as well. Present this idea to 
your customers, make them realize what these new ver- 
sions represent in ideals as well as in merchandise and 
you will have no kicks or complaints, we are sure. To 
quote the profound and timely motto of the Gotham 
Silk Hosiery Company at their recent “low in priority 
materials” fashion show, “Fashion is an emotion, not 
a commodity.” 
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War Production Head 


Urges Industrial Cooperation 





Donald Nelson, right, Chairman of the War Production Board, with 
Paul Wooton, president of the National Conference of Business Paper 
Editors, at the recent meeting in Washington. 


AN important message to industry was delivered by 
Donald Nelson, Chief of the War Production Board, 
before the National Conference of Business Paper Edi- 
tors in Washington, last week. Present were the editors 
of business papers in every field of endeavor—the 
butcher, the baker, the machinery maker—as well as 
in food, clothing and footwear. 

Donald Nelson has a background acquaintance with 
business papers through the fact that he was executive 
vice-president in Sears, Roebuck & Company. He also 
knows his shoes because he has talked to several shoe 
gatherings over the years and he had a close supervision 
of the distribution of shoes—as many men in the trade 
no doubt know. He has always been a big man, but he 
has grown tremendously in stature under the responsi- 
bility of being No. 1 Man in war production. He has a 
positive genius for organization and you have read 
much in the newspapers about him in the last year or so. 

This conference session was opened at nine o'clock 
sharp. Mr. Nelson was on his feet at the click of the 
clock. In fact, the friendly prelude to his more serious 
talk was along that line of timing, for he said: “Every 
tick of the clock is precious time on the meve.” Then he 
said the business papers have a tremendous responsibil- 
ity to arouse the manufacturers and merchants through- 
out the country to the seriousness of the situation and 
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Donald Nelson, Chief of the War Production 
Board, Speaking Before National Conference of 
Business Paper Editors in Washington, D. C.., 
Cites Important and Immediate Need of Full 


Cooperation of Business in War Effort 


that they are the natural, normal vehicle of communica- 
tion within all trades and geared to the terminology, 
timing and work stream. 

Mr. Nelson—tall, erect man of action—seemed to be 
under a tenseness for accomplishment that had the effect 
of making every word that he uttered more powerful by 
the very sincerity of the man’s speaking. He said: “This 
war can be prevented from protracting itself indefinitely 
only if free business enterprise gets on the job with all 
its ingenuity, initiative, and determination, and con- 
verts all of our national productive resources (except 
those needed for minimum civilian requirements) to 
war work now. 

“Washington planners are stumped. Certainly not the 
bureaucrats, and not even-the men with industrial 


[TURN TO PAGE 37, PLEASE] 
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4034 MICA White Kid Gypsy Tie. 

Cushioned Heel, instep and Metatoar- 

sol. Byilt-in Arch. 615 Last, 15-8 

Covered Box Heel, Rubber Top Lift. 

Littleway Lockstitch Process. Sizes In 

Stock: AAAA, 6 to 10; AAA, 5¥2 to 
10; AA, 5 to 10; A, 
42 to 10; B, 4 to 10; 
C, D, 3¥2 to 10; E, EE, 
EEE, 4 to © — $3.40 
4035 Same style and 
price except with 
Leather Heel in Black 
Kid. 


Easter. April Ds is just around the 


corner, this means an early, active White 
Season. 


Service clothing and shoes make women 
look forward to their dress-up, leisure 
hours. Natural Bridge has an appealing 
line of White shoes for these busy women 
— fresher in materials and patterns and 
with proven arch and comfort features 
that make Natural Bridge shoes favorites 
with American women. 


Check your White shoe requirements 
against your Natural Bridge shoe catal 3 
9 Y 9 ie r 4131 COVEY Elos- 
or send us a letter or wire for showing. ticized White Coracul 
Kid Pump, Cutout 
Vamp. Cushioned 
4145 KIMKO Elasticized White Caracul Kid Pump, Heel, instep ond Me 
Cutout Vamp. Cushioned Heel, instep and Metatarsal. tatarsal. Built-in 


Built-in Arch. 717 Last, 19/8 Covered Continental Heel. Arch. 817 Last, 17-8 
Covered Box Heel. Littleway Lockstitch Process 


Littleway Lockstitch Process. Sizes in Stock: AAA, 5/2 Sizes In Stock: AAA, 5V2 to 10; AA, 5 to 10; 
to 10; AA, 5 to 10; A, 4/2 to 10; B, 4 to 10; C, 312 to A, 4¥2 to 10; B, 4 to 10; C, D, 3% to 0; 
10—$3.40 4144—Same style, sizes and price in EEE, 4 to 9—$3.40 4132 Same style, sizes 
Elasticized Block Caracu! ; and price in Elasticized Blue Jacket Blue Caro 
cul Kid. 4130 Same style, sizes and price in 


Kid. ' [Sand 
id ¥ - . Elasticized Black Caracul Kid 


NATIONALLY ADVERTISED 
TO RETAIL AT 


ae | 


NATURAL BRIDGE SHOEMAK EMS 


DIVISION OF CRADDOCK-TERRY SHOE CORPORATION LYNCHBURG, VIRGINIA 
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A NEW NON-LATEX CELLULOSE INSOLE 


once Vv” 


A VICTORY OF CELLULOSE RESEARCH 


Now available to shoe manufacturers is a new 
scientific cellulose insole made without latex. The 
name is Onco “V” and it is a product of Brown 
Company. Considering past developments, it is 
only natural that this company should be the one 
to solve the crisis that arose when latex impreg- 


nation of cellulose insoles was prohibited. 


As early as 1939, Brown Company began research 
on a non-latex insole based on entirely new prin- 
ciples of cellulose construction. Basically, this 
involved the use of longer and stronger fibres. 
Success was made possible by the company’s pro- 


duction and control of its own exclusive cellulose. 





NAME 


Because of these preparations, Onco “ V” is today 
a proven insole . . . not a makeshift produced 
under pressure! Onco “V” has been thoroughly 
tested for production performance in shoe facto- 
ries. It has been used in thousands of pairs of 


shoes and wear-tested in actual use. 


Onco “V” is a genuine Onco insole! The Onco 
name, widely advertised and publicized to con- 
sumers, will be plainly printed over the surface 
of all Onco “V” material. Retailers can continue 
to capitalize on Onco’s merchandising advantages 
by specifying “ONCO INSOLES” in their shoes. 
Brown Company, 500 Fifth Ave., New York, N. Y. 


MANUFACTURERS: Return coupon for sample and prices ¢ 


BROWN COMPANY, 500 Fifth Ave., New York, N. Y. 


Send sample and prices of the new Onco “V” cellulose insole. 
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ADDRESS 











TO MEET TODAY’S NEEDS 





A FACTUAL 
RECORD OF PROGRESS 


United engineering has 

brought about improvements 

that conserve cements and 

solvents at a time when the 

elimination of waste is vital 
in shoe manufacturing. 

















SOLVENT 
APPLYING 
GRID MACHINE 








G/C SOLE CEMENT 

APPLYING MACHINE 
_ MODEL A 

Fitted for Viscous 
solvent. 














GAC SOLVENT 
APPLYING MACHINE 
MODEL B 
Barrel type nozzle. 
Straight feed. 














G/C SOLVENT APPLYING 
MACHINE — MODEL C 
Automatic Operation 


Cross Feed 
Barrel Type Nozzle 














ITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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War Production Board 
Urges Industrial 
Cooperation 

(Continued from Page 32) 


experience in the WPB, can figure out 
what it is that each of the country’s 
184,000 industrial plants might be mak- 
ing now for the war effort that they 
aren’t making. Most of these plants 
won’t get into war work for a long 
time if their managers sit around and 
wait for the WPB to figure out what 
they can do and assign them jobs. 
“Here is the chance for individual 
enterprise to show its value to the coun- 
try and the people—to prove it can do 
things that centralized governmental 
planning can’t do. The emphasis is on 
now. The Axis is spreading its con- 
quests and it must be held now, unless 
the war is to be indefinitely protracted. 
We need to stop thinking optimistically 


about how much war material we will . 


have in 1943 and concentrate on how 
much we can whip up immediately. One 
tank or plane or other weapon that we 
produce now wil! be worth 10 which 
don’t come along until next year. 1942 
is the crucial year in this war. 

“The country’s dependence upon the 
patriotism of American industry is thus 
very great. The man in the street is 
going to hold men of industry—both 
those in the factory and those on the 
WPB--to account for their perform- 
ance in this emergency. The business 
press can do a great service to its coun- 
try, to its readers and advertisers, and 
to itself if it can succeed in awaking 
industry to this great responsibility 
and this great opportunity—inducing 
industry to act NOW with all the re- 
sourcefulness at its command. 

“The specific job of industry is (1) to 
get more production out of machines 
already on war work, and (2) to trans- 
fer to war work machines now produc- 
ing civilian goods. The alternative to 
immediate action is needless death to 
countless American boys in the armed 
forces. 

“The ‘golden months’ (i.e., before we 
got into the war), when we might have 
expanded our production of essential 
materials, were largely wasted, and we 
shall have to get along the best we can 
with what we have. But opportunity 
has not slipped entirely from our grasp. 
We now have ‘ten silver months’ (i.e., 
the remainder of 1942) in which it is 
possible for us to do the things which 
must be done to stop the enemy. There 
can be no doubt that industry can do 
this job, or that it will do it if its lead- 
ers are brought adequately to under- 
stand what is at stake. What we are 
doing already would be very satisfac- 
tory if this were ‘a nice comfortable lit- 
tle war,’ which it isn’t. Managers also 
have a duty to awaken labor to the 
necessities of the situation—this is a 
job for industrial managers, quite as 
much as, er even more than, it is for 
the leaders of organized labor. 
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Priced to retail prof- 
itably at . $8.95 


Other Winthrop 
styles as low as 


arge and continually 





“The industrial changes which are 
necessary cannot only be effected more 
quickly and efficiently by industrial 
managers themselves than by Govern- 
ment—but the job will be done with 
far less inconvenience to industry if it 
is a self-imposed task. The country can 
get along without additional adding 
machines, typewriters, and accounting 
machines—because the facilities of 
these manufacturers are much more 
sorely needed to provide instruments of 
war. 

“There is undue concern about post- 
war problems—what will happen then 
if plants find themselves over-expanded 


Dealers everywhere are finding that the demand for Winthrop 
Military Footwear is rapidly increasing ...not only among Service 
men, but among civilians as well. Authentically styled ... smart... 

ractical...Winthrop’s great line of military shoes offers you a 


wing market. Write or wire today for your 
Winthrop representative to call and show you this profitable line. 


Nationally advertised in ARMY & NAVY REGISTER. 
WINTHROP SHOE COMPANY ~ Div: International Shoe Company + SAINT LOUIS 


or with a greater quantity of trained 
labor than can be utilized on peace- 
time production—but we must put these 
misgivings aside and get on with the 


” 


war. 


Spring Shoes Sell Briskly 


ALBUQUERQUE, N. M.— Spring shoes 
sold briskly in January here, with 
black patents and gabardines and red 
sandal and platform types in the lead. 
One dealer reported a surprising inter- 
est in country cream, beige and saddle 
shades, and a disappointing sale on 
blues. 
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Serving the Whole Family 


One of the more steadily profitable 
sections of the Emporium Store in 
suburban Wellston, Missouri, is the 
“Children’s Shoe Annex” developed 
by shoe buyer Will Harrison, primar- 
ily as a means of ‘insuring “family 
trade” from country residents ‘who 
shop in this suburban store every 
week end. 

Prior to establishing the children’s 
shoe department, the store found that 
i it sold every item of clothing to its 
rural trade but shoes. Customers 
bought shirts, hats, dresses, etc., at the 
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OTHER PEOPLE’S 





IDEAS 


by JOHN F. W. ANDERSON 


Emporium but went elsewhere for 
shoes. Acting on a hunch, Mr. Har- 
rison separated a space 20 by 7 feet 
on the left wall of the store, put in 
ten fitting chairs and a display of 
children’s shoes—and now gets not 
only the “kid business” but shoes for 
the entire family. 

“We found that families would buy 
clothing at our store, then go else- 
where to buy shoes because they 
wanted to buy shoes for the children 
and parents at the same time,” ex- 
plains Mr. Harrison. “Now, mothers 
can turn their children over to us for 
a shoe fitting while they shop, and 
buy their own when they return. They 
appreciate this convenience, and now, 
in many cases, we fit the- whole 
family.” 









TURNABOUT IS FAIR PLAY / 
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MEN'S SHOE SECTION 
MAIN FLOOR 
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Five inch wide card and flap given out to customers in the Men’s Hat Depart- 
ment of T. Eaton Co., iis - Canada, to bring customers into the shoe 
partment. 









“A Friend of a Friend of a 
Friend of ...” 


Britton’s Shoe Store in Pullman, 
Washington, seat of Washington State 
College, has recently launched a 
BRING A FRIEND SALE, featuring 
an extra pair of footwear for one cent. 
For a. limited period of time during 
which’ discontinued and broken size 
ranges are cleared, this special offer 
applies to women’s and young ladies’ 
shoes. Customers pay the regular 
price for the first pair of shoes and 
a cent for the second pair when they 
bring a friend with them as a new cus- 
tomer for this shoe shop. Many of 
them total the price and split the dif- 
terence on the two pairs. 


®:.@ ®@ 


In Tune with the Times 


Now’s the time to keep abreast of 
the buying public’s thinking with a 
window devoted to national defense— 
with defense posters, defense insig- 
nias, uniforms for civilian defense 
workers, etc. And don’t forget the 
practical aspect of appropriate shoes 
to wear with civilian defense uniforms 
for women. And how about heavy 
shoes and overshoes for air raid ward- 
ens, civilian fire fighters, etc. 

Speaking of defense windows—re- 
member that we can’t have total black- 
outs, in practice or reality, if shoe 
store owners are going to leave their 
window lights burning when they go 
home at night. How about arranging 
with the cop on the beat to turn off 
your window lights in an emergency 
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by means of a special outside switch, 
or give him a key so he can go inside 
and do it. 


* * 


Saving “Steps” 

In a move to conserve rubber and 
cut down costs, merchants in a num- 
ber of Wisconsin cities have gotten 
together to take steps to reduce their 
former delivery schedules and operate 
under a unified system. 

In Green Bay, for example, twenty- 
three merchants have standardized 
their delivery service so that merchan- 
dise bougut in the morning is de- 
livered that afternoon, and goods 
bought in the afternoon is delivered 
the next day. Special deliveries are 
discontinued. 

In Madison, a number of stores 
have reduced their deliveries to one 
daily in the city and three times 
weekly to the suburbs. All merchants 
urge their customers to carry as many 
packages as possible. 

In another city the shoe merchants 
have gotten together through their 
local association to eliminate individ- 
ual store deliveries in favor of a united 
delivery service for all. 

7 * 7 


“As Gaily Impulsive 
As Gypsy Fiddles! 
The New Gypsy Pumps” 
(Cowen’s, Miami) 
* * * 


Make Up Your Minds Quickly, 
Ladies! 


A former irritating source of lost 
profits in retailing shoes by mail has 
been eliminated by the shoe depart- 
ment at Stiefel’s, Salina, Kansas, by 
placing a time limit for return of shoes 
by rural customers. 

Located in a wealthy farming dis- 
trict, Steifel’s has built up a good mail 
order business by a clever merchan- 
dising idea. Twice a year the store 
circularizes the rural residents of the 
four surrounding counties offering 
them the opportunity to shop by mail 
providing they will come into the store 
for a foot measure. All business is 
for cash and each customer must come 
in once a year for a new foot measure. 

All customers on the list receive re- 
prints of the store’s shoe advertising 
and are entitled to write in for any 
particular pair with the certainty that 
the correct size will be sent. 

Formerly, Steifel’s sent out every 
shoe with the understanding that if 
the fit was unsatisfactory, it could be 
returned for credit on another pair. 
This simple courtesy, however, devel- 
oped into a weak spot of major pro- 
portions in the selling program. Too 
many customers held a pair of shoes 
for several weeks before sending them 
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back—sometimes in no fit shape for 
re-sale. é 

“Too many customers got to think- 
ing that every shoe was sent to them 
on approval,” states buyer Drell 
Nother, “consequently, we had in- 
stances in which it was either lose the 
whole price of the shoes sent, or the 
goodwill of the customer. We couldn’t 
afford to do either so we now restrict 
the approval period to one week at 
long distances and three days for cus- 
tomers near the store. We also inform 
each customer that we must thus pro- 
tect ourselves against what might be 
serious losses.” 

Along with this restriction, Mr. 
Nother has also begun inviting his 
rural customers to come’in every six 
months for a foot-size check—to elim- 
inate any mistakes that may be caus- 
ing returns. This combination has 
worked out perfectly, states Mr. 
Nother, less than one fourth as many 
shoes being returned as was formerly 


the case. 
+ * * 


“The Ending Is Only the 
. ing” 


The above phrase was given to us 
recently by a shoe retailer who insists 
that the success of his business is due 
to the fact that he takes as much care 
at the end of a sale to see that the 
customer comes back again as he does 
in the proper selling of the shoes. 

“T have found that there is no profit 
in a one pair customer,” comments 
this retailer. “Unless the customer 
comes back for another pair within 
the following six months the profit is 
wiped out by the time that I have 
spent in assuring a perfect fitting. 
Consequently, after the shoes are 
decided on by the customer, I do not 
hurry the sale so that he feels that I 
am trying to get rid of him. I make 
the leave taking pleasant by saying 
something that will make the custom- 


er satisfied with the shoes, as for ex- 
ample: ‘I am sure that you will like 
that pair of shoes.. “You have made 
a very sensible choice.’ ‘Drop in 
again when you are in the neighbor- 
hood.’ A few such words will compli- 
ment the customer on his selection 
and help make the sale permanent. 
Finally, when I hand him the package 
and change, I thank him for coming 
in and invite him to come in again.” 
* * * 
“Natural foot action requires shoes 
with Flexibility” 
(Anthony's, Palm Beach) 


Proven Collection Letter No. 2 


This morning I came across some 
letters our Credit Department has 
written you regarding your overdue 
account. 

One of them, I noticed, was quite 
vigorous; and I hope you haven't 
taken offense, for we certainly don’t 
want to lose your cooperation. 

You realize, of course, that our 
Credit Department is obliged at times 
to adopt stern measures, as we have 
a large number of accounts on our 
books and we don’t know what would 
happen to us if we allowed some of 
our good customers to run behind a 
month or two. 

I am personally writing this letter 
to you because I believe that pro- 
crastination and nothing else is re- 
sponsible for the delay in paying. I 
con’t want you to think that we have 
lost faith in you, even though our 
Credit Department has written you 
three letters regarding this overdue 
amount. * 

I am confident that you will mail 
us a check right away to take care of 
this small overdue amount. And at 
the some time why don’t you send 
along an order for a new pair of 
shoes? We certainly would appreci- 
ate both. 





and good service. 


Why? 





What Is Advertising? 


Advertising is much more than just so many inches in your local paper, or a 
page in a magazine, or your product on a billboard. 

Advertising is just one thing—selling. 

Advertising is the salesman in the store. 
his engaging personality. It is his skillful showing of goods. 

Advertising is the well-lettered sign over the store door, the tempting window 
display, the favorable location of the store, the store’s reputation for good goods 


Advertising is the firm name on the letter paper. It is the business card. It is 
the telephone, with its number listed in the directory. 

Advertising is the membership of a business man in a club, chamber of com- 
merce or a bank directorate. It is his participation in clean politics. 
Because he is selling himself. 
Advertising is all these—and all these are advertising.—Selected. 


It is his convincing speech. It is 
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Sells Foot Health for Children 





Maurice J. Markell, of Brooklyn, Specializes in Fitting Chil- 
dren with Foot Abnormalities; Shoes Made to His 
Specifications Sold the World Over 


BROOKLYN, N. Y. — The story of 
Markell’s Shoe Store, in Brooklyn, is 
a story of courage, strength in one’s 
own convictions, and an undeviating 
policy of selling what the customer 
really wants—confidence in one’s own 
judgment. This store is located at 
47-15 13th Avenue, in the Boro Park 
section of Brooklyn. Its owner is 
Maurice J. Markell, a licensed podiatrist. 
Mr. Markell has a background of sound 
orthopedic work—in the last war he 
was chief chiropodist at Camp Meade. 

After the war, he returned to the 
shoe store, practising podiatry in an 
office there. ‘The store at that time sold 
novelty, high style shoes. When the 
depression struck the nation, Markell’s, 
like many others of its kind, felt the 
slump in business. It was then that 
Mr. Markell’s courage evidenced itself 
—he sold the stock of the store at auc- 
tion, and started over again, special- 
izing in the orthopedic work in which 
he was really interested. 

Shortly after this turn of events, Mr. 
Markell werked out the Tarso Supina- 
tor shoe for the correction of flat feet 
in children. This shoe, which corrects 
the posture of the feet and legs, affords 
relief from the pain and discomfort 
commonly caused by’ this condition; it 
forces the flat footed child who gener- 
ally toes out, to toe in, thereby making 
him help himself when he walks or 
stands. Not long after, Mr. Markell 
followed with the development of the 
Tarso Pronator shoe for club feet. This 
shoe, which is the opposite of the Tarso 
Supinator shoe, forces the foot to turn 
outward, and is used first after a post- 
operative cast has been removed from 
the foot. The child wears it at all 
times, day and night, and even sleeps 
with the shoe on the foot. 

These shoes were presented through 
the Journal of Bone and Joint Surgery, 
and at meetings of the Academy of 
Orthopedic Surgeons and the Academy 
of Pediatricians, The names were reg- 
istered—the Tarso Supinator shoe in 
July 1932 and the Tarso Pronator shoe 
in June 1933. 

Both shoes drew acceptance from 
doctors and hospitals all over the coun- 
try. A severe infantile paralysis epi- 
demic coincided with the presentation 
of these shoes to the medical world, and 
they were adopted by doctors who used 
them on children who had been stricken 
by the disease. 

The shoes have been advertised ex- 
tensively in medical publications; Mr. 
Markell still follows his tmitial policy 
of acquainting doctors with his shoes. 
His orders on these two shoes come 

_ from all over the world; he has cus- 
tomers who buyin large quantities in 
such places as Australia; Leningrad; 
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Caracas, Venezuela; Buenos Aires; 
Honolulu; Saskatchewan. It is not un- 
usual, however, for shoe retailers, who 
have heard of these shoes from various 
sources, to write to Mr. Markell, ask- 
ing him to give them the exclusive 
agency for the shoes in their towns. 

In 1939, on the 25th anniversary of 
the founding of Markell’s Shoe Store, 
Mr. Markell obtained the use of the 
local movie theatre with a capacity of 
4000. He distributed tickets to all the 
children in the neighborhood and put 
on a kiddie show for them. Needless 
to say, the audience was most recep- 
tive. Mr. Markell’s picture was fea- 
tured on the stage, and several local 
dignitaries were present. 

The store carries a complete size 
range of shoes, and a large number is 
kept in stock at all times. In addition, 
Mr. Markell has developed a Tarso 
Supinator moccasin for active wear by 
those children who normally need the 
support of the Tarso Supinator shoe. 
These moccasins, designed for wear at 
camp or in the gym, are light, flexible 
and comfortable, yet they provide the 
needed support to the foot. 

The shoes will now be manufactured 
and merchandised by W. B. Coon Com- 
pany, who will make them to Mr. Mark- 
ell’s specifications. 


Washington News Reel 
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products. Deficit production conditions 
exist in Bolivia, producing only 212,- 
000 pairs for her 3,426,296 population; 
in Paraguay with a production of 172,- 
000 pairs for a population of 1,000,000, 
and in Honduras with a production of 
only 95,000 pairs of shoes. 

Ten years ago Mexico imported from 
the United States about 600,000 pairs 
per year. Imports have dropped to 25,000 


Shoes for Service 
And Furlough 


[CONTINUED FROM PAGE 24] 


missioned men as with the non-coms 
and soldiers. 

As far as the enlisted men are con- 
cerned, their service needs are amply 
provided for and so these off-duty shoes 
are solely for dress-up purposes. Last 
year the government started placing 
orders for a low quarter garrison shoe 
which they planned to distribute to the 
soldiers around the beginning of this 
year. This caused considerable com- 
ment from retailers who were doing a 
good business with the men in uniform 
on the military styles. With this coun- 
try’s entrance into war, the govern- 
ment recently announced that no fur- 
ther contracts will be let for the garri- 
son oxford, concentrating solely on the 
service types. This puts the entire job 
of providing the soldiers with their 
dress shoes right back in the retailers’ 
hands, a by no means unprofitable 
“task.” 

It’s a safe guess that eight out of 
every ten soldiers select the strap ox- 
ford. The plain toe bluchers, while 
savoring of the military, are still prin- 
cipally a civilian type shoe and, al- 
though accounting for considerable 
business from the men in uniform, come 
second to the strap oxford which, with 
its distinct military look, fills the bill 
for the soldiers who want a snappy- 
looking shoe in keeping with their uni- 
forms. , 

In the civilian picture the military 
note in styling can be seen in all parts 
of the men’s apparel field. This idea 
played a big part in promotions this 
Fall and Winter and now with the 
country on a full war basis, will be even 
stronger this .year. 

Naturally, with a good part of this 
country’s young men going into ser- 
vice it is going to have some effect on 
retail business. These so-called mili- 
tary styles are more or less young 
men’s styles and whether this business 
will carry over into the older men’s 
field to compensate for the young men 
out of circulation for the duration, is 
yet to be determined. A lot of young 
men are buying these shoes before go- 
ing into service and a lot will buy them 
after they’re in uniform. With an 
eventual army of ten million men it 
looks like quite a bit of the men’s shoe 
business will ultimately be in uniform 
so it might not be a bad idea to make 
your plans accordingly. 





pairs annually. A decade ago the rate 
of exchange was two pesos for a dollar; 
now it is about five pesos. Consequently, 
the average Mexican now pays 6.70 
pesos duty a pair for men’s shoes and 
women’s welts and from 5 to 5.50 pesos 
for other kinds of footwear. Mexicans 
cannot afford United States manufac- 
tured shoes. U. S. manufactured shoes 
are sold in few places in Mexico. Only 
one shop in Mexico City sells them ex- 
clusively. 
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Shoe Showings Held Useful in Wartime 





Can Help Conserve Materials and Travel in Period 
When Traveling Salesmen Face Problem of 
Tire and Auto Shortage 


New York—Considerable discussion 
of the subject of shoe conventions and 
shoe shows has been heard among mem- 
bers of the shoe trade during the past 
week, following an announcement by the 
New England Shoe and Leather Asso- 
ciation that it will conduct its twenty- 
third annual Boston Shoe Fair on 
June 1, 2, 3 and 4, “unless a govern- 
ment edict is issued before-then ban- 
ning all shoe conventions for the dura- 
tion of the war.” Coupled with this an- 
nouncement, as it was released to the 
trade press, was a resolution by the 
board of directors of the New England 
association calling for simplification of 
shoe styles, conservation of leathers 
and other materials, elimination of un- 
necessary traveling and government 
action “to ban ali leather and shoe 
shows for the duration of the war.” 

These references to “a government 
edict . . . banning all shoe conventions” 
caused considerable curiosity and some 
bewilderment, most shoe men whose 
opinions were sought here being of the 
belief that the possibility of such ac- 
tion is exceedingly remote, unless grave 
and unexpected developments in con- 
nection with the war should intervene 
to bring about some situation that can- 
not possibly be anticipated at the pres- 
en time. 

Short of a declaration of martial law, 
it was pointed out, there is no legal au- 
thority by which anyone could issue an 
edict banning shoe conventions, since 
the privileges of free speech and of 
peaceful assembly are constitutional 
rights, guaranteed by the first article 
of the Bill of Rights. As a matter of 
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fact, the government has shown no 
disposition to discourage or interfere 
with conventions, trade meetings or 
exhibitions. On the contrary, impor- 
tant officials connected with the govern- 
ment and the defense effort have fre- 
quently taken advantage of the opportu- 
nities afforded by such gatherings to 
meet with and address representatives 
of various trades and industries, ex- 
plain different phases of the war and 
defense effort and obtain the view- 
points and cooperation of the men and 
women engaged in the production and 
distributions of things needed, both for 
the armed services and the civilian 
population. 

It was recalled that one of the out- 
standing speakers at the National Shoe 
Fair in Chicago last month was Dr. 
John Kenneth Galbraith, director of the 
Price Division of the Office of Price 
Administration, and that he declared, 
in answer to a question asked by Presi- 
dent Harold Volk, of the Nationa] Shoe 
Retailers Association: 

“Meetings such as this don’t use up 
scarce materials and actually may pro- 
vide opportunity to plan conservation 
of vitally needed goods. Industry meet- 
ings also have an important morale 
building function and offer a forum for 
exchange of ideas. Out of them may 
come the vigorous spearhead of a move 
for reduction and simplification of 
styles deemed necessary for purchasing 
power control and the battle against 
inflation.” 

New York newspapers recently pub- 
lished a long list of business meetings 
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Shoe Production Hits 
New High for Month 


New York—<According to the Tan- 
ners’ Council of America, shoe pro- 
duction in January is estimated at 38,- 
500,000 pairs, slightly higher than in 
December. This represents an increase 
of 4.6 per cent over January, 1941, 
when shoe output totaled 36,803,000 
pairs. The January estimate again sets 
a new high for the month, exceeding 
any previous January output on rec- 
ord. 

Reports from shoe manufacturers in- 
dicate little change in output for Feb- 
ruary. Production this month is ex- 
pected to be slightly less than in Janu- 
ary. For the first two months of this 
year, shoe production for Government 
account is expected to reach about 
1,600,000 pairs. 

Comparative January totals for the 
past few years are shown herewith: 
1942 (est.), 38,500,000; 1941, 36,803,- 
000; 1940, 34,454,000; 1939, 34,155,000; 
1938, 25,706,000 and, 1937, 37,132,000. 


Hold Meeting in 
New Clubrooms 


INDIANAPOLIS, IND.—The Indiana 
Shoe Travelers’ Association held its 
regular monthly meeting Saturday, in 
the new clubrooms in the Hotel En- 
glish. The club is now quartered in a 
very large and roomy suite on the sec- 
ond floor overlooking the Indiana 
Soldiers and Sailors monument. The 
usual luncheon was served, and Ralph 
Baker, president of the organization, 
presided. 

A $100 defense bond was ordered to 
be purchased by the treasurer, making 
two so far bought by the organization. 
Many members, new and old, were pres- 
ent at the opening of the new head- 
quarters. 
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is the modern, scientifically process- 
ed, one-piece vamp lining that puts 
extra comfort, coolness, good looks 
and long wear into your sales story. 


Shoes lined with FLEXNAP cost 
no more but they’re lots easier to 
sell. 





WANT PROOF ? 


Let us send you the FLEXNAP book 
giving specific examples of how it helps 
leading merchants sell more shoes, 


W.S. LIBBEY 
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Shoe Showings Held Useful in Wartime 
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and trade conventions scheduled to be 
held in the metropolis in coming 
months. Shoe men regard it as ex- 
tremely unlikely that the government 
would single out shoe trade conventions 
and meetings and declare them “ver- 
boten,” while permitting other indus- 
tries to hold their meetings as usual. 
On the other hand, a drastic prohibi- 
tion of all kinds of meetings and dis- 
cussions by business men would in all 
probability lead to sharp repercussions 
and accusations that free enterprise 
was being needlessly thwarted and in- 
terfered with. 

Some shoe men said they saw a cer- 
tain inconsistency in calling for the 
elimination of unnecessary traveling 
and at the same time asking for a ban 
on shoe conventions and shows, where 
it is possible for buyers and sellers to 
get together with a minimum of travel, 
avoiding the necessity of long and fre- 
quent trips to distant markets. Espe- 
cially in the present emergency when, 
by reason of the tire situation and the 
sharp curtailment of automobile travel 
it will be impossible for traveling sales- 
men to contract their trade as usual, it 
is contended that seasonal shows per- 
form a more useful function than ever 
before. Shoe travelers have been quick 
to recognize this fact, with the result 


that shoe associations and hotels from 
New York to California have been be- 
sieged with early requests for reserva- 
tions during meetings of shoe retailers 
scheduled for the coming months. 

Some shoe men, notably George Miller, 
of I. Miller & Sons, feel that the holding 
of local and regional shows might well 
be curtailed during wartime, but at the 
same time are convinced that important 
seasonal openings, like the coming 
showings of quality manufacturers in 
New York in May and the National 
Shoe Fair in Chik next November 
will be of more value this year than 
ever before. 

So far as the National Shoe Fair is 
concerned, it was said at the offices of 
the National Boot and Shoe Manufac- 
turers Association that no action has 
been taken to change the decision made 
in January by the Joint Shoe Fair 
Committee for a November Fair, while 
the National Shoe Retailers Association 
made it plain that it expects te sponsor 
the November Fair in Chicago jointly 
with the National Boot and Shoe Manu- 
facturers Association as heretofore. 
The general impression here is that, 
unless some situation wholly unforeseen 
and unexpected should arise, most of 
the important showings will be held as 
usual, 





Nailheads and Gay Colors 
Sell in Miami 


MiaMI, FLta.—A Winter prevue of 
next Summers shoe styles, forecast by 
what women the country over have pur- 
chased while in this area in January 
and February, indicates that two great 
influences on our national life have left 
a definite imprint on popular demands. 
It is not easy to say which comes first, 
the war or our South American neigh- 
bors. Casual and spectator sport shoes 
have been tremendously important; 
women want a shoe that is smart, com- 
fortable and wearable for practically 
all daylight events. 

Nailhead trim is enjoying great 
popularity. Some of these when used 
on a platform sole are highly polished. 
Many of the high style shoes show 
nail studded heavy platform soles and 
heavy heels. 

Nail studding is not confined to day- 
time footwear but carries over into 
evening sandals. Here the clog-type 
platform and heel are studded with 
multi-colored stones. 

Our good neighhbor policy is _ re- 
flected in the high colors peculiar to 
South America. Green, predicted 
earlier in the season as something to 
watch, is really important. It is a 
little early to say just where it stands 
in volume sales; by the end of March 
that may be determined. Red is most 
popular, and has been all through the 
season. These strong colors are sell- 


ing well in calfskin as well as in suede 
and kid. 

Shoe men throughout the greater 
Miami area are satisfied that earlier 
predictions concerning an overwhelm- 
ing popularity for beige have been met. 
Practically every one of the leading 
shoe shops has some special shade of 
beige, designated by a special name, 
and beige is the natural complement 
of any of the season’s high colors, or 
the all-white costume. It is smart, 
practical, and one of the economical 
colors. Beige trimmed in brown has 
been exceedingly well liked for ail day- 
time wear, and has carried over into 
cocktail or late afternoon models. Bur- 
dine’s has introduced a “Beach Beige” 
which offers the clear color of tropical 
sands. From the most feminine suede 
strap evening sandal to the sturdy ox- 
ford, this color has been a high fav- 
orite. 

Richards introduced a “Bamboo 
Beige,” a versatile, go-with-everything 
color that is featured in a wide range 
of daytime and evening models. It has 
the soft tone of bamboo and has been 
one of the greatest of the season’s suc- 
cesses. 

Cowen’s has named a rich golden 
shade “Wild Honey,” and at the I. 
Miller salon their beige tone has been 
highlighted as “Peanut Butter.” “Sad- 
dle beige” and “Antique tan” are names 
used by other shops. 

Open toes still lead the field, and 
there has been considerable demand 
for clog type platforms. 
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MORE WEAR FROM THE SHOES YOU SELL 


Longer Wearing SHOES 
CALL FOR Triple fiction Viscol 





FREE UPON RE- 
QUEST, an interest- 


ple story of leathers, 
and the right Viscol 
them. 





[_ FATHER is a prime National De- 
fense need, and every pair of 
shoes you sell must do extra duty 
for the period of the emergency. Sell 
a can of Triple-Action Viscol with 
every pairl Triple-Action Viscol, just 
one product in the Viscol Waterproof 
Dressings, is the correct dressing for 
all fine leathers which may be 
polished—such as dress, business or 
school shoes. Be on the ALERT to 
protect your customer's shoes and 
build a profitable business with the 


ing booklet, “Pro- complete Viscol line. There are three 
longing the Life of Viscol Waterproof Dressings: Original 
Leather”; the sim- Viscol, Triple-Action Viscol, and Viscol 


Ski-Boot Leather Paste. Viscol Soap 
is a cleaner, conditioner, and polish, 
not a waterproof dressing. 


THE VISCOL COMPANY 
STAMFORD - CONNECTICUT 





















Feature Work Shoes 
For Women 


MEMPHIS, TENN.—A complete win- 
dow display of comfortable and rugged 
footwear styles for women, labeled 
“work shoes for the defense-employed 
woman,” brought a record number of 
customers into Paul’s Shoe Store here 
during January. 

The management developed the win- 
dow to point out to the public that 
Memphis’s defense industry, including 
a huge hospital, shell-loading plant, 
powder works, was creating a new 
footwear problem for most women-— 
that of standing continuously for long 
hours. The shoes prescribed to meet 
the situation included oxfords, single 
sole flexible models, cuban-heel En- 
glish brogue types, health shoes, and 
even college platform styles. Photo- 
graphs of Memphis’s defense indus- 
tries were used to “pep up” the win- 
dow. 


In the Navy 


Worcester, Mass.—Bernard Sugar- 
man, shoe buyer for John C. MacInnes 
Co., large department store, was given 
a farewell party Feb. 11 at Putnam & 
Thurston’s, this city. Twenty of his 
fellow workers gave him a purse of 
money and wished him well. Mr. 
Sugarman has enlisted in the Navy and 
leaves shortly for active duty. 
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New Flasher Display 
Features X-Ray Service 


MILWAUKEE, WIs.—Light, action and 
color are the features of a new illumi- 
nating flasher display now being of- 
fered to all shoe stores, specialty shops 





and departments which feature X-Ray 
Shoe Fitting Service. 

As the flasher behind the translucent 
panel lights up, it reveals an “X-Ray” 
view of a pair of feet almost as they 
would appear on the X-Ray screen in 
the X-Ray Shoe Fitter. The display is 
large enough to be used effectively in 





store windows, small enough to be 
placed in various convenient spots in- 
side of the store. The display is built 
of heavy 80 point Bristol board. The 
colors are an attractive light green and 
dark brown, paint screen-processed for 
easy cleaning with a damp cloth. 

Cord and flasher are underwriter ap- 
proved, and a 15- or 25-watt bulb pro- 
vides sufficient light for daylight oper- 
ation. 





Chicago Store Opens 
“War Information” Center 


CuHicaGo, ILL.—An over-all picture of 
the entire armed and civilian defense 
picture is graphically presented for 
customers of Marshall Field & Co. in 
its newly opened Victory Center, lo- 
cated on the ninth floor where an area 
of 6000 square feet has been converted 
into a center of public war information. 
Here in this center which comparfy pro- 
motion refers to as the store’s “con- 
tribution to victory,” are displays of 
complete civilian defense uniforms, in- 
cluding air raid wardens, motor trans- 
port workers, Red Cross workers, 
nurses’ aids, etc. There are also repli- 
cas of soldier’s and sailor’s quarters 
and a complete clothing issue for each. 
All available information on civilian 
defense activities is disseminated here 
as well as a defense stamp and bond 
sales headquarters. No merchandise is 
sold in the Victory Center. 
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Golf Shoes 
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REMOVABLE SPIKES 
MOCCASIN TOES 
COLOR COMBINATIONS 


Price $3.60 
Send for New Catalog 


THE ARNOFF 
SHOE CO., INC. 


101 Duane St. 
New York, N. Y. 










Style #2165 
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ASCO Sandals 
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SNAPPY LUGGAGE TAN LEATHER 


LEATHER SOLES 
Whole & Half Sizes 


6-12 
$1.65 
Send for New 
ASCO Athletic 
Footwear 
THE ARNOFF SHOE COMPANY, INC. 






Style £1001 





101 Duane Street, New York, N. Y. 





Joyce Adds Buildings, 
Expands Production _ 


PASADENA, CALIF.—A unique produc- 
tion system, expanded by the addition 
of another building, is helping Joyce, 
Inc., California, manufacturer of wo- 
men’s play shoes, to make various arti- 
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Whites and Casual Shoes 
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Reading left to right: Very smart white suede espadrille with tan calf thong lacing 


trimming collar. 
British Walker from J. P. Smith. 


calf trim in popular loop oxford pattern. 
Kali-Sten-lke Madam-Ettes from Gilbert. 


Worn as a slipon with no espadrilie ia 
Very trim walking shoe in 


cround ankle. A 
ite elk with Turftan 
14/8 heel on walled last. A stock shoe. 
Attractive open toe s or pump In 


white suede with tan calf trim. Very popular pattern in 15/8 heel group. Will be 
stocked. From Queen Quality. 


tator pumps are with the Summer suit 
and the tailored spectator sports dress. 
And you are not likely to forget that 
suits are at the top of the list for Spring 
and Summer. Suits and simple, well- 
tailored spectator dresses are already 
being publicized as the correct “uni- 
form” for the great majority of defense 
workers. 

The third costume shown in this 
group—the slacks costume—is just as 
important as the suit-with-skirt for 
certain kinds of use. That use, we 
should add, includes everything from 
defense factory work to leisure wear. 
With tailored slacks there is only one 
type of shoe that is just right. That is 
the low wedge heel shoe. We show. a 
variety of such shoes in these illustra- 
tions. Just as much can be done to 
“dress up” or “dress down” a simple 
basic slacks suit with change of shoes as 
can be done with a good basic suit. The 
gay informal fabric play shoes, shown 
in one of our photographs, with an 
equally colorful kerchief, hat, turban or 
bag, will turn a severely simple slacks 


costume into a very feminine, inform- 
ally dressy ensemble. The more tailored 
wedge heel casual shoes—probably in 
leather—gives the whole costume a 
more tailored, classic appearance. 
Please note that, of course, we are not 
attempting to cover the types of slacks 
outfits and shoes that would be correct 
for work in defense industries. 

For the “pretty” Summer costume, 
when women will cease to be practical 
and streamlined, or casual and extreme- 
ly colorful, there are plenty of pretty 
trimmed pumps and dainty sandals. 

As the season progresses, conditions 
may change many uses of materials and 
trimmings. Leathers, metals, elasticiz- 
ing, all will be superseded, to a large ex- 
tent, by fabrics, other types of fasten- 
ings and adjustments. Your customer 
must be taught to like these other 
style ideas. You can get her willing 
cooperation by showing her the neces- 
sity for these changes and the fashion- 
riehtness of the new ideas for Summer, 
1942. 





cles for defense while continuing to 
produce their regular tine. W. H. Joyce, 
Jr., president of the firm, said: “Last 
May we felt that mobilization of indus- 
try was essential, and at that time we 
began to make preparations. Now we 
are treadled up for this new endeavor, 
and with our present equipment we are 
able to make certain complete units 
and several components for the War 
Department as well as for the aircraft 
industry.” 


Joyce has listed its highly specialized 
equipment with the War Production 
Board, as an expedient to immediate 
production of greatly needed parts, 
pieces and items to fill war require- 
ments. “However,” said Mr. Joyce, 
“we are still very much in the play 
shoe business. Expansion of our facili- 
ties has given us plenty of room for war 
production, and in no way interferes 
with this, the largest season in our 
history.” 
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Bellaire’s Foottoose Shoes are 
smart, look well, wear well. 
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tures. And the exclusive Foot- 
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of In-Stock Styles 


$5 10 $6 


RETAILERS 






serve the 























BELLAIRE SHOE COMPANY 


MI 


* THE 


ELYRIA 
OHIO 





-T-S CO. 


Here’s a smart selling point: Recom- 
mend I T S Left and Right Rubber 
Heels to every repair customer because 
I T S heels can be depended upon for 
far longer level wear. Everybody is 
aware of the rubber shortage. Remind 
them that I T S scientific left and right 
construction is the one rubber heel 
that protects their shoes and their 

the longest. Now is the 
time to make fast friends, as well as 
profits, by stressing real values in 
everything you sell. Feature I T S 
Left and Right Rubber Heels in your 
repair shop. 

















Summer Time Is 
Selling Time 
[CONTINUED FROM PAGE 22] 


leather; a few are of buck and similar 
sueded leathers; some are of crushed 
leathers such as goatskin. 

In the all-white group, we find a few 
dress-up styles (elasticized slipons with 
gabardine inserts); a few strap pat- 
terns; and, of course, the infants’ and 
very young children’s shoes in boots 
and low patterns, with moccasin stitch- 
ing, perforations; in little strap styles. 

The colored group offers more varia- 
tion. To a certain extent, this is a 
consequence of the military atmosphere 
resulting from the war. It is particu- 
larly evident in the highly polishable 
leathers—tan calf, for instance—which 
resemble in shade and in surface the 
leathers used in officers’ boots. There 
are a number of two-tone tan shoes 
available, in oxford types, moccasins, 
monk styles, plain toe bluchers. These 
tans are available in a number of 
shades, ranging from the light saddle 
shade to a deep russet and a dark 
brown. All are particularly good for 
sport shoe use and in shoes for every- 
day wear; some of these, especially the 
russet tan, make very attractive dress- 
up shoes. 

The antiquing vogue still carries on, 
and many of the colored leathers look 
especially smart when carrying a coat 
of antique. Tan leathers are in this 


1942 


February 28, 


classification. Red is good, both in its 
natural shade and when antiqued light- 
ly. In this latter version, it is especially 
attractive in low-heeled moccasin ox- 
ford types and in the classic Nor- 
wegian. 

Patent leather still appears in dressy 
types, in little strap patterns, in pumps, 
in slipon styles, usually elasticized with 
gabardine inserts, or in gore patterns 
of all-over patent. Some blue is being 
used also in these models. 

Dress shoes show a predominance of 
trimmed pump styles and slipon models. 
Some strap patterns are selling and a 
few sandalized pumps. 

Many manufacturers are showing 
casual styles in colors for girls. Most 
of these have leather soles; some fea- 
ture rope soles. They appear in gay 
colors or in tans. Many are of the san- 
dal type, some very open as in the bare- 
foot sandal, others more closed up. 

So, despite the war and priorities, 
children will still wear shoes, and man- 
ufacturers will still provide shoes which 
have style. There’s no diminution in the 
attractiveness of the shoes offered for 
the coming season, and it’s a safe guess 
that resourceful designers will make 
sure that there’ll be none in the future. 





Newspaper Holds Clinic 
For Shoe Retailers 


SANTA Monica, CAL.—A new idea 
of public relations was launched by 
The Evening Outlook, Santa Monica, 


California’s daily paper, when the shoe 
merchants of the city were invited to 
a Sales Promotion Clinic, held under 
the leadership of Elliott Hensel, mer- 
chandising counselor for the newspa- 


per. This resolved itself into a panel 
discussion with the executives of the 
newspaper, the retail shoe men, and 
Harry R. Terhune, Boot anp SHOE Re- 
CORDER’S field editor. 

Santa Monica is an important city in 
Southern California and is famous as 
the home of the Douglass Aircraft 
Plant. Other defense activities have 
brought a host of new residents to the 
city, thus creating new sales oppor- 
tunities and problems for all retail 
shoe merchants. 

Recognizing the need for closer co- 
operation and an understanding of the 
problems caused by the Wartime Econ- 
omy, The Evening Outlook inaugu- 
rated this meeting to develop friend- 
ships among the shoe men, so they 
would refer business to each other, and 
to devise means of keeping a larger 
percentage of footwear business within 
the Santa Monica home market. 

The discussion centered around the 
potential opportunities of the market; 
problems of salesmanship and the tech- 
nique of shoe advertising, and was led 
by W. E. Smith, Smith-Robinson Co.; 
Phil Froomer, Kay’s; and Lon Hackle- 
man of Henshey’s Department Store. 
The clinic proved very interesting and 
helpful to the merchants who at- 
tended. 
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Jodhpurs—Riding Boots 
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JODHPURS 


$2.10 U 
A, B and C Widths 


RIDING 
BOOTS 
$5.25 Up 


FIELD BOOTS 
$3.25 Up 



















Style 
Ne. 810 
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MEN’S AND 
WOMEN’S 
Boots & Jodhpurs. 
IN STOCK 
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101 Duane Street 








Corrections, Please 


An error was made in the prices 
quoted on the bowling shoes advertised 
- by the Arnoff Shoe Co., Inc., on Page 34 
of the February 21st issue of Boor AND 
SHOE RECORDER. 

Correct prices should be $1.90, up, on 
Model No. 734L, listing at $1.90, Model 
No. 732X at $2.00 and Model No. 731X 
at $2.10. 

In the February 14th issue, in an 
item regarding William H. Scholl, son 
of Frank J. Scholl, of the Scholl Mfg. 
Co., it was stated that Mr. Scholl, Sr., 
was formerly head of the European end 
of the firm. Mr. Scholl is still man- 
aging director of the European business 
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Compo Corporation Adds Two Directors 





JOHN H. DEVINE 


New YorkK—At a meeting of the 
stockholders of the Compo Shoe Ma- 
chinery Corporation, which was held 
here on Friday, February 20, previous 
members of the Board of Directors 
were all re-elected. In addition, John 
H. Devine, district manager of Compo 
in St. Louis, and William Solar, assist- 
ant to the president, were chosen as 
members of the board. 

Mr. Devine, as a boy was associated 
with the Bresnahan Shoe Company in 
Lynn. He came to Compo with William 
H. Bresnahan, now president of the 
company, and has been with the organi- 
zation ever since. The position of 
district manager in St. Louis involves 





WILLIAM SOLAR 


responsibility for one of the most im- 
portant territories. 

William Solar worked in Lynn shoe 
factories when still a boy. Immediately 
following his graduation from Lynn 
English High School he started out as 
a shoe salesman. Shortly afterward, 
he became associated with a French 
concern affiliated with the shoe business, 
and remained with this company for a 
number of years. In 1930 he joined 
Compo Shoe Machinery Corporation. 
In 1940, he was appointed assistant to 
Mr. Bresnahan, president of the com- 
pany. Mr. Solar takes care of the con- 
tact work with Compo licensees, and in 
addition to his other duties, is adver- 
tising manager for the company. 





and is also managing director of the 
head office in Chicago. 

In a recent release regarding the an- 
nouncement of bids for nurses’ oxfords 
by the Quartermaser Corps, it was 
stated that half of this order was for 
black calf shoes and the other half for 
white fabric shoes. The second half 
of the order was for white kid shoes. 





Expect Big Attendance 


At Style Conference 


New YorkK.—The coming N.S.R.A. 
Style Conference, to be held in con- 
junction with the Fall Leather Show, 
will not only provide an opportunity 
for the usual style discussions, but 
likewise a chance for the representa- 
tives of various branches of the trade 
to discuss the shoe industry’s part in the 
war. The Conference will convene on 
March 23rd and 24th, at the Waldorf 
Astoria Hotel, New York City. The 
Official: Showing of American Leathers 
for Fall and Winter, 1942-43, by the 
Tanners’ Council of America will be 
held at the Waldorf on the same days. 

Indications are that the attendance 
at the Style Conference will again set 
a new record, and the N.S.R.A. is mak- 
ing preparations accordingly. It is 
suggested that hotel reservations be 
made immediately. 


Following is the Program of events 
for the Conference. 

MONDAY, MARCH 28rd, 1942 

10:00 A.M. Fornial Opening of Style 
Conference, Starlight Roof, 18th floor. 

2:30 P.M. Men’s Shoe Style Commit- _ 
tee Meeting, Jade Room—3rd floor. 

TUESDAY, MARCH 24th, 1942 

10:00 A.M. Children’s Shoe Style 
Committee Meeting, Jade Room—3rd 
floor. 

2:00 P.M. Women’s Shoe Style Com- 
mittee Meeting, Jade Room—3rd floor. 





Shoe Stores Modernize 


MONTGOMERY, ALA. — Modernization 
and expansion has been the rule with 
shoe stores and departments in this 
city. The city is in the midst of Army 
and Air Corps activities, and business 
is up 20 to 30 per cent over a year ago. 

Streamlined and smartly remodeled 
is the shoe department of Nachman and 
Meertief, of which R. M. Martin is 
manager. Considerable extra space was 
added. Montgomery Fair modernized 
its women’s and children’s shoe depart- 
ment. Features included display al- 
coves and luxurious fitting chairs. An 
X-ray machine of the latest type was 
installed. 
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Sales Volume Up at 
Chicago Apparel Market 


Cuicago, ILL.—Despite many short- 
ages and priorities in materials and 
certain buying restrictions, a marked 
increase in dollar volume of buying 
over a year ago was reported by whole- 
salers and distributors during the re- 
cent two week apparel market held in 
Chicago. 

Sales increases of from 15 to 20 per 
cent over last year were reported. It 
was pointed out by wholesale author- 
ities in the apparel trades that pur- 
chases would probably have reached a 
higher figure had it not been that vol- 
ume was restricted by producer limita- 
tions in the amount of business they 
were willing to accept under the prior- 
ities and other emergency curtailments. 
Large sales volumes were reported in 
informal wear and in women’s sports- 
wear, the exceptional interest in the 
latter being attributed in part to the 
belief that women will soon be taking 
over men’s work in defense plants. De- 
mand for cotton garments is greatly 
exceeding that for rayon and silk wear- 
ine appaarel. 


Members of the Interstate Merchants’ 


Council, co-sponsor with the Chicago 
Association of Commerce of the ap- 
parel markets offered a note of consola- 
tion to consumers. Despite priorities, 
rationing ahd scarcities, it was pointed 
out, the average consumer today has 
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Dates to Remember 


Monthly Shoe Buyers’ Day, Mich- 
igan Shoe Travelers Club, Hotel 
Statler, Detroit, Mich. March 9, 1942 


Official Opening of American 
Leathers for Fall, 1942, by Tan- 
ners’ Council of America, and 
N.S.R.A. Style Conference, Wal- 
dorf-Astoria Hotel, New York. 

March 23, 24, 1942 


Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 
March 24, 25, 26, 1942 


Monthly Shoe Buyers’ Days, Shoe 
Travelers Association of Chicago, 
Hotel Morrison, Chicago, Ill. 

March 30, 31, 1942 


NATIONAL FOOT HEALTH 
WEEK. April 20-25, 1942 


Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, New York 
City May 4, 5, 6, 7, 1942 


Volume Shoe Manufacturers’ Fall 
Opening, Hotel New Yorker, New 
York. May 10, 11, 12, 13, 1942 


Central States Shoe Fair, Hotel 
Morrison, Chicago, Ill. 
May 17, 18, 19, 20, 1942 


Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 

June 14, 15, 16, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country. Club, 
Lancaster, Pa. June 19, 1942 
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an infinitely wider selection to choose 
from than did the consumer of World 
War I. This was attributed to the fact 
that American ingenuity over the years 
has created items unknown in 1918, 
while at the same time it has developed 
lines which formerly were imported. 


Form Travelers’ Association 


LINCOLN, NgeB.—A new Shoe Travel- 
ers’ Association known as the Midwest- 
ern Shoe Travelers has been formed by 
traveling men in the States of Ne- 
braska, South Dakota, and Kansas. 
Ralph Lawrenson, of Lincoln, is presi- 
dent; J. E. Husted, Pontiac, IIl., vice- 
president; and Jack Clark, of Lincoln, 
is secretary-treasurer. Mr. Clark is 
also president of the National Shoe 
Travelers’ Association. This group will 
hold its first selling convention March 
24, 25 and 26 at the Cornhusker Hotel, 
Lincoln. 


Cincinnati Shoe Club 
Elects Officers 


CINCINNATI, OHIO—At a recent meet- 
ing of the Shoe & Leather Club of Cin- 
cinnati, at the club rooms in the Duten- 


hofer Building, the following officers 
were elected by acclamation: President, 
Walter D. Cost; vice-president, P. M. 
Connor; secretary-treasurer, E. E. 
Furstenau, and board of governors, 
George H. Schuette, two years; Leo N. 
Buse, one year; William J. Coudon, one 
year. 

The luncheon meeting was well at- 
tended by the membership, and a pen 
desk set was given to the retiring presi- 
dent in appreciation for his splendid 
services. 


Knox Opens Shoe Store 


ORLANDO, FLa.—George Knox, who 
has been identified with the shoe busi- 
ness of Orlando for many years, has 
opened a new shoe store at 216 South 
Orange Avenue. The new store will 
specialize in arch shoes, but will also 
carry many makes of sport and dress 
shoes. 


Snyder Joins Buffalo 


Store as Buyer 


BuFFALo, N. Y.—George W. Snyder, 
who has been associated with the Crow- 
ley-Milner Co. of Detroit, Mich., and 
the past five years buyer for the Hens- 
Kelley Co. of Buffalo, is now buyer 
and manager of the shoe department 
of the George T. Rowland Sons De- 
partment Store on Tonawanda Street, 
taking the place of Leo David who re- 
cently resigned. 
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America’s Biggest Shoe 
Buyer 
[CONTINUED FROM PAGE 27] 


the ~regulation -high-top leather boot, 
but has a double thickness. This foot- 
gear is designed for Alaskan troops 
other than those in extreme northern 
posts. Somewhat similar is the 16- 
inch waterproof which is a single- 
thickness, oiled, leather boot used by 
troops in northeastern bases. A special 
type of oil is used to treat the leather. 
The new ski boot, for use by troops 
who depend upon skis for transporta- 
tion, has a square toe, a grooved heel 
and a stiffened sole. It is made of 
heavy leather, which will not stretch. 
The boot is lined with leather and inter- 
lined with sponge rubber for padding 
at the ankle bone. The sole is stiff 
enough so that it will not buckle under 
the pressure of the bindings. 
Quartermaster technicians have 
thoroughly service-tested the shoe pac 
used by troops in cold climates and by 
soldiers who use snowshoes for trans- 
portation. It consists of two parts: the 
lower, or fitted covering made of rub- 
ber, to which is attached a leather top 
which is fitted with eyelets and is laced 
in front from below the ankle to the 
top. The shoe pac is loosely fitted and, 
when insulated with wool and burlap 
or jute socks, is very comfortable and 
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Madden Joins Last Firm as Sales Manager 





Kenneth Heggs 


St. Louis, Mo.—With its first year 
of operation well under its belt, the 
Mississippi Valley Last Company in- 
augurated a program of expansion and 
promotion with the recent announce- 
ment that Jack Madden would serve the 
company as sales manager. Beginning 
with shoemaking, swinging into pattern 
and style work and from there into 
lasts, Mr. Madden’s entire business 
eareer forms an admirable background 
for his new duties. Starting at the 
bench in 1903 with Brown Shoe Com- 
pany, he worked his way up to foreman 
of their Litchfield factory. His next 
step was foreman, then superintendent 
of Brauer Bros. Shoe Company cover- 
ing the years 1919 to 1924. He spent 
the next ten years in the pattern and 
style departments of International Shoe 
Company, and then became a sales rep- 
resentative for the Vulcan Last Com- 
pany after which he joined the St. Louis 
sales staff of the George E., Belcher 
Last Company. This most recent con- 
nection covered the past six years. 

Incorporated in December, 1940, the 


Thomes Proctor 





Jack Madden 


Mississippi Valley Last Company at its 
inception purchased an acre of ground 
in St. Louis’s Northwest industrial dis- 
trict and erected a modern daylight fac- 
tory designed especially for last mak- 
ing. It covers 13,000 square feet. 
Fluorescent lighting, glass brick and 
air conditioning were used by the archi- 
tect in setting up an efficient produc- 
tion unit. Equipment includes twenty 
turning lathes with a capacity 1,000 
pairs of lasts daily. 

Kenneth Heggs is president of the 
company,.and Thomas A. Proctor is 
vice-president. In charge of produc- 
tion, Mr. Heggs has worked in all 
phases of the last. business for the 
past twenty-two years, the last fifteen 
of which have been devoted to design- 
ing and model making. 

Mr. Proctor is in charge of the finan- 
cial end of the business. Before enter- 
ing the last business he spent eighteen 
years as a public accountant and even 
now teaches a night class in account- 
ing at St. Louis University. 





gives excellent protection against cold 
and snow. 

The overshoe arctic special is an all- 
rubber overshoe, worn in cold climates 
ever the regular service shoe. It is 
13-inches high and has five buckles. 
When present stocks are depleted, this 
overshoe will be replaced with the over- 
shoe arctic, which is 11-inches high and 
now a regular issue, 

The 14-inch half moccasin is an oil- 
tanned, moccasin-type boot, usually fit- 
ted with hobnails in the sole. The half- 
moccasin, as mentioned earlier, is be- 
ing replaced by the 14-inch Blucher 
type shoe, which has all the advantages 
of the moccasin type in extreme cold, 
our soldiers wear the muckluck winter 
boot. It is made ‘of reindeer, or elk 
leather sole with a hair seal top. The 
boot is held in position by straps. Be- 
cause of difficulties sometimes en- 
countered in procuring the reindeer and 
elk leather, other types of winter boots 
are being tested which have rubber 
soles and canvas tops. 


Men’s Leisure Types Promoted 
For Resort Wear 


Cuicaco, ILL.— That men’s resort 
and leisure type footwear has just as 
much promotion value and possibility 
as women’s is seen in the attention 
given them recently by Chicago men’s 
shoe departments. Outstanding has 
been several promotions by the shoe de- 
partment of The Store for Men, Mar- 
shall Field & Company. In a combina- 
tion advertisement entitled “South to 
the Sun” featuring “Smart Resort 
Wear That’s Right for Relaxation,” 
sport type oxfords were shown together 
with slacks and other sports apparel 
and clothes for southern wear. Shoes 
shown included a natural linen oxford 
trimmed in blue or tan calfskin, a 
bucko oxford in sand or brown with 
brown calf trim, and a Windsor moc- 
casin, referred to as the type favored 
by the Duke of Windsor, a white buck 
with calfskin trim.. Two of these shoes 
were also featured in a single adver- 
tisement labeled “Resort Footnotes.” 
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Sponsor Shoe Buyers’ Day 

Detroit, Micu. — The first monthly 
Shoe Buyers’ Day formally sponsored 
by the Michigan Shoe Travelers’ Club 
will be held at the Hotel Statler, Mon- 
day, March 9. In the.past, suclt monthly 
events have been held, but the shows 
have been staged by an informal group 
of travelers rather than by the Trav- 
elers’ Club itself. 

Sales and display rooms will be open 
from 9.00 A. M. to 10.00 P. M. At- 
tendance is expected to be the heaviest 
that any such show has ever had here, 
because of the present difficulties in 
getting merchandise in many lines, and 
the slow deliveries now reported gen- 
erally. 


Retail Trade Up 
15 Per Cent on Coast 


Los ANGELES, CALIF.—Local business 
developments during January clearly 
reflect the speed-up in the national 
war effort, is reported by the Research 
department of the Security-First Na- 
tional Bank of Los Angeles. To quote, 
in part: “In the industrial field, not 
only was the output from aircraft fac- 
tories, shipyards and other Southern 
California war plants increased, but in 
addition a large amount of plant ca- 
pacity previously used for production 
of civilian articles was made available 
for war work. ; 

“Retail trade increased by more than 
15 per cent as consumers stocked up 
in anticipation of shortages and exten- 
sion of rationing. Consumer buying 
throughout the 14 southern counties 
caused retail trade to rise to record 
levels during January. 

“The extent of the increase in trade 
volume is indicated by data for depart- 
ment stores in downtown Los Angeles. 
Sales for these concerns were 18 per 
cent above the December level, after 
adjustments for seasonal factors and 
exceeded those of January, 1941, by 25 
per cent. The increase reported for 13 
other Southern California communities 
varied from ten to 35 per cent above a 
year ago. 


Weather “Perfect”’; 


Business, Too 


Des MoINes, Iowa—Comparable to 
the “dog bites man” definition of news, 
is the admission of Des Moines shoe 
retailers that theirs was the perfect 
shoe weather for December and Janu- 
ary. 

All through December the weather 
was mild, and people needed new shoes 
and bought them. Then came the sud- 
den 24-inch snow with two weeks of 
below zero temperatures and rubber 
and galosh stocks were depleted. Then 
came the January thaw, just in time 
for the most ready acceptance of the 
“usual” January sales. They admit it! 
Business was swell! 
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Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 
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Recorder Correspondent 
Now Recruiting Officer 


BuFFALO, N. Y.—An Army man by 
way of a newspaper background §is 
personified by Major Winston V. Mor- 
row, dapper, hard-working officer in 
charge of recruiting, here. Born in 
Cincinnati 54 years ago, Major Mor- 
row graduated from Rollins College 
and Kenyon College and took post- 
graduate work in finance at the Uni- 
versity of Cincinnati. 





MAJOR W. V. MORROW 


Starting out as a reporter on the 
Cincinnati Times-Star, he became a 
free-lance reporter on the Mexican 
border and wound up as editor of the 
Douglas (Ariz.) Dispatch. When the 
last war broke out, he enlisted as a 
private, went to officers’ school, became 
a second lieutenant and then served as 
rifle instructor at Camp Lee, Va. 

Retaining a reserve commission after 
the war, Major Morrow became the 
editor of the Furniture Manufacturer, 
a business paper, in Grand Rapids, 
Mich. He came to Buffalo, N. Y., in 
1932 and became Buffalo correspondent 
for Boot AND SHoe RecorpER. He 
never missed a single meeting, outing 
or dinner of the Buffalo Shoe Retail- 
ers. At the Associafion’s annual Get- 
Acquainted Night Dinner held January 


19 of this year, Major Morrow was an 
honored guest. 

In July, 1940, Mr. Morrow, then a 
captain, was ordered to active duty in 
charge of the recruiting here. Only a 
few months ago he was made a major. 
His favorite instruction to hundreds of 
applicants daily is the story of Job, 
whose Biblical patience is legend. Jolly 
beneath an occasional gruff exterior, 
patient with the hundreds of daily 
questions, Major Morrow is well liked 
by his staff and by the enlistees. He 
is married and has two sons, Sergt. 
Thomas C., with the 209th Regiment, 
and Winston U., Jr., a senior at Ben- 
nett High School. Major Morrow re- 
sides at 155 Frontenac Avenue, Buffalo. 





Shoe and Leather Firms 
Take on More Space 


MILWAUKEE, Wis.— The former 
Harsh & Chapline Shoe Co. plant, here, 
long vacant, is being partially re-oc- 
cupied by the Wisconsin Leather Co. 
and the Milwaukee Shoe Co. 

Some 60,000 square feet of space in 
the building has been acquired by Paul 
E. Raddatz, president of the Wisconsin 
Leather Co., who for more than 19 
years was superintendent of the tan- 
nery division operated first by the 
Harsh-Edmunds Shoe Co., then Harsh 
& Chapline and finally the Craddock- 
Terry Corp. 

The leather firm will occupy its new 
quarters in addition to its present 
plant at 624 W. Oregon St. The firm is 
operating 50 per cent on defense work 
and expects to do more. 

The Milwaukee Shoe Co. plans to 
move its entire plant to the new quar- 
ters about March 1, where it will oc- 
cupy about 70,000 square feet or 30,000 
more than its present quarters. This 
firm manufacturers men’s, boys’ and 
women’s work shoes. It completed a 
government contract for army shoes 
several months ago and has received 
another contract for about $105,000. 

The move will enable the shoe firm to 
consolidate its production under one 
roof and allow the manufacture of dif- 
ferent types of shoes which they have 
been tunable to do because of limited 
space. 
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Classified and Want Ads 








SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








SALESMEN FOR ILLINOIS, |OWA AND 
MISSOURI TO SELL NATIONALLY 
KNOWN LINE OF WOMEN'S COR- 
RECTIVE SHOES RETAILING FOR 
FOUR DOLLARS. WILL ONLY CON- 
SIDER MEN NOW LIVING AND SELL- 
ING IN THESE STATES. 


Address 445 Care 
BOOT & SHOE RECORDER 
100 East 42nd Street 
New York, N. Y. 








SALESMAN 


Here is an opportunity you need: 
New York’s fastest growing in-stock 
house featuring long line Women’s 
Novelty Shoes; also unusually strong 
Line Sport Welts. All to retail $3 
and $4. Wants men thoroughly ex- 
perienced, established following in 
Detroit, Pittsburgh and surrounding 
territories; New York State and Ohio. 
Apply only if you are live wire with 
established earning power. Strictly 
confidential. 


MIDLAND SHOE CORPORATION 
157 Duane Street, New York City 











ALESMEN WANTED: To sell short side 

line Women’s Sandals and Soft Sole Slippers. 
All territories available. Straight commission 
only. Only salesmen who work their territory 
closely and regularly need apply. Address: Box 
B-438, Boot and Shoe Recorder, 140 Federal 
Street, Boston, Mass. 





ALESMEN ACTIVELY COVERING RE- 
TAIL OUTLETS, carry sideline Child's, 
ladies’, Men's Mexican WHuaraches, [IIlinois, 
Wisconsin, Indiana, Colorado, Mississippi, 
Kansas, Minnesota, Iowa, Nebraska, Oklahoma; 
Attractive prices and commission Address 2444, 
care Boot & Shoe Recorder, 100° East 42nd 
Street, New York, N. Y. 


ALESMAN WITH FOLLOWING in Cen- 
tral, Western and Southern States with the 
better class of trade will be availab!e after 
March First for Line of Ladies’ Shoes, Highest 


_type references; Personal interview wili show 


high character, background, and general sound 
business ability, Address $443, care Boot & 
Shoe Recorder, 209 South State Street, Chi- 
cago, Il. 





HELP WANTED 


ITTING ROOM FOREMAN for Juvenile 

Factory making 3,000 pairs daily high grade 
Goodyear Welt and Cement Shoes; good steady 
position for the right men. State experience, 
references and salary expected. J. EDWARDS 
& COMPANY, 314 N. 12th STREET, PHILA- 
DELPHIA, PA. 


STOCKROOM MANAGER: Experienced in 
wholesale or Chain Store Warehouse Dis- 
tribution; Good salary. Permanent position for 
capable man, State age and draft status in 
replying. Hofheimer’s, 325 Granby Street, Nor- 
folk, Virginia. 


LINE WANTED 











BUYER OF UPPER en Remnants, 
White Buck, Patent haaties: ; Calf; 
Alligator, etc. Medium and rge, a quan- 
tity; DAVID MATTEZEWITZ. 73 Frankfort 
Street. New York 





CASH 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


BARSH & CEASAR 
19 N. Fourth St. eeeaseighte. Pa. 
Phone Market 1 














POPULAR PRICED SHOE LINES, except 
Women’s Sport Oxfords, wanted by two sales- 
men covering thoroughly District of Columbia, 
Virginia, West Virginia, North and South Caro- 
lina. Established following. Address $440. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. : 


ALESMAN WITH FOLLOWING wants 

smart line Women’s Shoes for Department, 
retail and Chain stores in Pennsylvania and 
Ohio. Address $442, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 








FOR SALE 


FoR SALE: WELL ESTABLISHED JUVE. 

NILE SHOE STORE in Jersey—exceptional 
opportunity—must sell. Price $10,000. Address 
$441, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 


WANTED TO PURCHASE 











PARTNER WANTED 


R ETAIL SHOE SALESMAN, with 20 years’ 

experience in selling and managing, and 
cash assets, desires to contact partner with stock 
of shoes to fe into retail shoe business in store 
located on fastest retailing street in Brooklyn, 
New York. Address $439, care Boot & Shoe 
See, 100 East 42nd Street, New York, 











WE BUY 
Entire or us Wholesale and . 
Stocks. Also randed Shees such 


Walk-Over, Florsheim, Enna-Jettick, Vital. 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Oross, Nunn-Bush, Etc. 


IBVINE BU BIN 


89 in St "Gor, Oh reh 
Phone Barclay 7-7887. New York City 








SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
buy surplus or complete stocks of shoes 
retailers, jobbers and manufacturers. 
Visit our new warehouses 


108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 


Wwe 
from 








RED CROSS SHOE DEALERS: 
HIGHEST CASH PRICES 


For ete yy a el 
RED CROSS SHOES 
We are the Factory Authorized 
Red Cross Shoe Outlet 
DOWNTOWN SHOE OUTLET 
30-4th Ave., Brooklyn, N. Y. TRiangle 5-8205 











SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from §5.00 and up. Short —_ leases as- 
sumed. W: 
A. L. BARIS, Teme 


BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
&@© Advertisements for this page must be in our New York Office on Friday of the week preceding publication 


per word. Minimum 
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Record Sales for 1941 
In Fall River Stores 


Fatt River, Mass.—Local shoe re- 
tailers chalked up banner sales rec- 
ords during 1941, many reporting the 
highest sales volume ever obtained. To 
date the present year is going ahead 
of 1941, and many retailers are all 
set for another banner year. 

Lucien H. Lamoureux reports a sales 
increase of about 25 per cent for 1941 
over 1940, which gave the store the 
best record it has ever had. January 
of the current year was considerably 
ahead of last January. Mr. Lamoureux 
is selling better quality shoes, having 
realized a good increase in the sale 
of his $10 shoes. 

Homer McCarthy, manager of the 
W. L. Douglas Shoe Store, states that 
his 1941 volume was nearly 15 per cent 
above 1940. The store has been at its 
present jiocation for six years, and the 
1941 volume gave it the best year it 
has ever had. 

Martin & Sullivan, which moved to 
a new location on North Main Street, 
-has tripled its business during the 
11 months in the new quarters. D. 
Van Martin, owner and manager, re- 
ports practically no price resistance 
and states that he is selling shoes rang- 
ing in price from $6.95 to $15.50. 

William Higgins, manager of the 
shoe department at Cherry & Webb’s, 
reports that his department topped a 
17-year record in sales during 1941. 
Mr. Higgins reports a gratifying price 
situation. His $6.75 line of shoes is 
taking business away from his $4 line, 
and his $8.50 line is taking from the 
$6.75 bracket, with a large percentage 
of his customers switching to the high- 
er brackets. 


Early Demand for 
Fabric Shoes 


CuHIcaco, ILL.—Gabardines, patents 
and calf shoes top the current demand 
in shoe selling in the Chicago area. 
‘The demand for fabrics came early this 
year and has continued at an increasing 
rate during December. Suede is still 
holding up in the dressy type of shoes 
although it has fallen off somewhat in 
street and walking types. Both black 
and brown suedes sold well this year 
and showed a decided increase over last 
year. Polished calf are still selling well 
both in browns and black. October was 
the biggest month for polished calf 
which was topped by suede in Novem- 
ber. Polished calf is expected to carry 
over well for.Spring, and‘many stores 
expect it to be the largest item for 
street and walking types. 

In dressy types suede with faille, 
satin with faille, nylons, and colored 
shoes in reds, greens, and off-shades are 
selling. Alligators, alligator lizard, al- 
ligator grain calfskins, real alligator, 
and ostrich are also selling. 

Polished calf, although not the cur- 
rent top seller, still continues to receive 
considerable promotion, in fact more 
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BRANNOCK 
SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 


increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder and 
list of manufacturers offering 
Brannock Devices at special co- 
operative price. 








than any other single type. It has had 
a large percentage of advertising space 
all Fall and Winter. In recent adver- 
tisements Carson, Pirie, Scott & Co. fea- 
tured “Shoes to Shine” with legend 
reading “this year there’s a new love 
for shoes that take a high polish. Shoes 
that come up shining with but the flick 
of a shoe-shine cloth.” Wieboldt’s fea- 
tured elasticized polished calf in an ad- 
vertisement reading “You'll take a shine 
to them.” 

In novelties nailheads are selling ex- 
tremely well and have been the subject 
of a number of clever promotions. 
O’Connor & Goldberg has devoted sev- 
eral complete advertisement; to nail- 
heads, as has Joseph Salon shoes. Chas. 
A. Stevens & Co. featured “Nailheads— 
Make Important News on Some of our 
Smartest Shoes,” copy reading, “Twin- 
kling nailheads stud these smart young 
shoes . . . add a bright bit of excitement 
to your most important costumes! Do 
have a pair of shoes with nailheads this 
season—they’re as smart for day as 
they are for dress occasions.” 

High style sandals and dressy types 
are also selling well, with many un- 
usual sandal versions. Marshall Field 
& Company has been featuring.a “Do- 
ing-the-Town Sandal” in the Young 
Moderns Staccatoe Shop. This is a 
black suede strip sandal with both high 
and low heels. 

Joseph Salon shoes have been featur- 
ing a Rhumba “new light as air dance 
sandal” with open back, ankle strap 
and shaped wedge heel in fuchsia and 


MERCHANTS’ NEEDS 


MAKE MORE SALES 


with the original 
SHOE DOCTOR SHRINKERS 









Rotter type devices 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit lerge sround the top, 

“, slip at the heel, or gap at 


nes. the sides. Any fullness or 


$ 50 wrinkles in leather or fab- 
ric are easily shrunk with- 
Curved type tres out harm. 


Special combination offer $25.00 (fluids in- 
cluded in above prices). 


Send your order or write for detail information 


E. C. SMELTZER CO. 


121 EK. Siat Street. Indianapelia, tnd. 








plum doeskin, black doeskin with faille, 
red doeskin with gold kid, and white 
satin with gold kid. 





“Shortage” Fears Clear Stocks 


INDIANAPOLIS, IND.—January ordi- 
narily is one of the dullest months of 
the year, but helped along not only by 
clearance sales but by consumers’ stock- 
up purchasing in footwear, sales aver- 
aged the best for the period on record. 
Indianapolis retail sales gains widened 
considerably during January and were 
estimated 50 per cent ahead of 1941 and 
in some instances it averaged more. 

The footwear shortage fears, the talk 
of scarcities in wool and leathers, and 
the apprehension over the possibilities 
that other products may be hard to 
obtain, have all contributed to the 
“scare” psychology on the part of buy- 
ers. The excessive buying not only in 
shoes but all commodities, engendered 
by shortage fears, has in itself created 
shortages where a condition of plenty 
would have existed had buying pro- 
ceeded on a normal scale. In many in- 
stances three pairs of shoes were 
bought where ordinarily one pair would 
have been sufficient. Purchasing of such 
a nature is bound to be indiscriminate. 
Here it is reported to have spread to 
products which, by no stretch of the 
imagination, can be expected to fall in 
the shortage class for a long time to 
come, if ever. 

Stocks are clear of any and all of 
the odd styles, types, colors and even 
some obsolete merchandise. People 
bought shoes and “how” is the by-word 
at all shoe stores. Janvary was the 
best month on record in sales. 





A Buying Guide 
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HAVE YOU ADEQUATE 
STOCKS OF 


STRIDE-RITE 


SHOES 
FOR EASTER? 


In normal times the heavy increase in 
demands for Stride-Rite shoes just be- 
fore Easter has always made our stock 
department hum and hustle . . . to our 
delight and our customers’ profit. With 
so many uncertainties about, we believe 
the wise course today is to keep shelf 
stocks well filled . . . particularly in 
advance of heavy seasonal demands. 
Better check now! A few extra pairs 


of Stride-Rite shoes are like money in 


the bank . . . always good! 


GREEN SHOE MFG. CO. 


* BOSTON - MASS. 


™ STRIDE RITE 


LEONA 
No, 7350 PATENT 
AAA to C. 3% to 8 


No. 6350 PATENT 


8% to 12. AtoD 
12% to 3. AA toD 


) BLANCHE 
}No. 7490 PATENT 


AAA to C. 3% to 8 


. 


oe 
No. 1470 PATENT 
5 to 8. B to D 
8% to 12, AtoD 
12% to 3. AA to D 


> BABETTE 


. 7425 PATENT 
toC. 3%told 


: 


ea 


No, 7427 
BLUE CALF 


AAA to C. 4 to 9 





